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Features This Week 


Improve Your Collections 


A sales letter designed to solve the most perplexing 
problem that currently confronts insurance agents in 
all lines. A practical idea which you can whole- 


heartedly adopt as your own. 


Agency Recruiting and Training 


The story of the unique success one life insurance 
agency has enjoyed in enlisting high calibre men in 
the business. 


Is the Company Your Crutch ? 


A timely warning to agents who rely on the home 
office experts to do the major part of the salesman’s 


job. 


Accident Insurance in 1929 


Nation-wide underwriting experience ratio of stock 
companies operating in New York State. 
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DON’T MISS THIS CHANCE 


W hen a million dollar a month producer puts in 
writing how he does it so that any reader can adopt 
his methods, surely this is an opportunity not to be 
overlooked by any life insurance salesman. This is 
what Charles P. Rogge has done and it is all available 
in the new book entitled— 


SUPER SELLING WITH ROGGE 


Mr. Rogge has put in this book reproductions 
of the cards he uses in his work, the sales 
letters he has found most effective, articles 
he and his associates have written for the 
insurance press, and discussions of his 
methods by such men as Shaemas 


O’Sheel and Ad Man Davison. It offers a 


complete course on selling “‘big business.” 





SPECIAL PRE-PUBLICATION OFFER! 


Autographed copies of this new book will be delivered to those sending in 
their orders before December 1, the publication date 











INSURANCE COMPANIES General Agents and Managers 


Start your sales force off with a bang for 


What finer holiday gift could you place 1931. Give each man a copy of ‘‘Super- 


in your salesmen’s hands than this beau- Selling With Rogge” for Christmas. You 

tifully printed and bound treasure chest will be handing him thousands of dollars 

of life insurance sales ideas? of new business that he will be sure to 
write. 

PLACE YOUR ORDER NOW!! PLACE YOUR ORDER NOW!! 




















ORDER FORM 


THE SPECTATOR COMPANY 
243 West 39th Street New York 


Please SONG “Me is sss 60 0:0siec lew coOp..... of SUPER-SELLING WITH ROGGE for 
which I agree to pay you at the prices quoted below. 
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Shropshire Case Heard 

Agency Recruiting 

) Life Council Meeting 











\ Features in Shis &s ue 


Casualty 


Page 33 
Casualty Actuarial Society 
N. Y. Casualty Report 
Fireman’s Fund Directorate 


Fire and Casualty Sales Features Begin on Page 27 
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Insurance Federation Program 
Illinois Brokers Meeting 
Camden’s Collision Form 
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Casualty Actuarial Problems Cited 


George Moore Points Out Desirability of Standardization in Work- 
men's Compensation Accident Re ports at Annual Meeting of Cas- 
ualty Actuarial Society; Means of Cutting Costs Suggested 


ASUALTY actuaries in conclave at 

the annual meeting of the Casualty 
Actuarial Society in New York last 
week were treated to some expert testi- 
mony on the problems in their field in 
Retiring President George Moore’s 
carefully prepared address. Many of 
the points in his talk were felt to be 
worthy of serious consideration by 
company statisticians and actuaries, 
according to those present at the meet- 
ing. 

In directing attention to the chief 
problems of the casualty insurance sta- 
tistical field, Mr. Moore said: 

“Statistics gathered yesterday for 
workmen’s compensation insurance do 
not present the same picture when 
viewed in the light of today’s laws and 
administration. It is probable that pure 
premiums developed under the automo- 
bile financial responsibility acts admin- 
istered today will not be the same as 
those under the common law liability 
acts of yesterday. Speedier cars and 
greater automobile density have a 
marked effect on experience, which ef- 
fect must be measured. Crime condi- 
tions, which, we are told, appear in cy- 
cles, and which were much worse after 
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the war, changed the underlying basis 
of burglary rates; likewise, the effect 
of the Baumes’ law and similar acts 
have had a marked effect in reversing 
this change.” ; 

He went on to state that with rates 
based on the latest statistical experi- 
ence, the solvency of the various car- 
riers and of the business in general, 
must be maintained by the production 
of the best and most reliable data pos- 
sible. 

Mr. Moore stressed the desirability 
of standardizing compensation acci- 
dent reports, and suggested that some 
committee or organization could per- 
form a valuable service by furnishing 
these reports. 

“It would be desirable to standard- 
ize the compensation accident reports 
of the various States. I have recently 
had occasion to look over the accident 
reports of some twenty-two States. In 
many instances there has been an evi- 
dent attempt to standardize the infor- 
mation required, in others none what- 
ever. The forms are printed in all 
styles, and the questions, in many 
cases, in different order. Some recog- 
nized committee or organization could 


effect economy not only in printing 
but in time saved in completing the 
various reports, and I strongly sus- 
pect that it would be discovered that 
many questions are practically useless, 
and could be eliminated. 

“One of the reasons for the increase 
in information desired is the apparent 
tendency to attempt to correct rate 
making methods by innovations in the 
filing of statistical information. This 
situation, I believe, should be carefully 
watched. A good example of this is 
the tendency from time to time to pro- 
pose a change in the method of filing 
automobile liability experience. One 
source of difficulty in accurate rate 
making in the liability lines, especially 
automobile, is the valuation of out- 
standing losses. There is a tendency 
consistently to underestimate claims. 
One of the prime causes for this under- 
estimation is due, I believe, to the de- 
sire to use automobile experience which 
has not had sufficient time to develop. 

“In making automobile rates, the use 
of the last policy year’s experience, 
brought down to Dec. 31 of that year, 
can only result, in my opinion, in an 

(Concluded on page 39) 








HE old-fashioned wife who ab- 
horred the very thought of life 
insurance because, I imagine, it pre- 
supposed that the man of her choice 
was immortal, seems to have just about 
disappeared. If, indeed, she ever ex- 
isted at all. Personally, I am inclined 
to doubt the full sincerity of this 
legendary type and to suspect that she 
might team up with the leading char- 
acter in a story I heard the other 
night and give further strength to 
Kipling’s “sisters under the | skin” 
theory. 
* * * 
HIS story was told by James W. 
Edgerton, of the Provident Mutual 
Life, at the recent Trust Conference 
of the New Jersey Bankers’ Associa- 
tion at Trenton. It seems that the hus- 
band of a colored woman was a rail- 
road switch tender and was thoughtful 
enough to have his life insured for one 
thousand dollars. One day he was 
killed in the performance of his duty, 
and a few days later, resplendent in 
a new mourning outfit and accompanied 
by a sympathizing spinster, the widow 
called at the office of the insuring 
company. At her request she was 
handed ten crisp, new $100 bills. Her 
friend remarked, a bit enviously, 
“Well, Lucy, ah reckons you'll be get- 
tin’ you anothah man soon.” Lucy 
replied, “Well, ah doan know whethah 
I will or not, but if I evah does take 
anotha man, he most certainly is goin’ 
to be a railroadah.” 
* ok * 
IFE underwriters all recognize the 
truth that lies behind that widow’s 
preference for railroaders, and I have 
heard many experienced men remark 
that a wife may object to life insur- 
ance, but a widow never does. And 
today the wife is more likely to be 
concerned with “how much” and “what 
kind of contract,” than any question 
of desirability. 
* co * 
NTRODUCTORY to his address, 
Mr. Edgerton quoted four lines 
which graphically illustrate the con- 
vention idea and which are passed on 
here for the great truth they empha- 
size: 
Great roads the Romans built that 
men might meet; 
And walls to keep strong men apart 


secure 
Now centuries have passed, and in de- 
feat 
The walls have fallen, but the roads 
endure. 
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ASELEVE THIRDPARTY SMOKES 





OME years ago when I was con- 

nected with the publicity depart- 
ment of a large multiple line insur- 
ance company an impressive man 
called upon me one morning. He came, 
he told me, for information and since 
few things flatter a person more than 
to be sought out as an expert I assured 
him that I was delighted to see him. 


* * * 


UT I soon discovered it was not 

information he wished, but the 
gift of several sample copies of the 
lithographed policies issued by my com- 
pany. He wanted to use them, he 
stated, in an act he was presenting at 
a local vaudeville theater. After sev- 
eral conferences between some of the 
older, more experienced and much 
higher salaried officials of the com- 
pany and myself the momentous ques- 
tion was decided in the affirmative and 
the policies were handed over. 

* * * 


WENT to see the act, an act which, 

if I recall correctly, I saw again 
several years later in a revue at the 
Winter Garden Theater in New York. 
The audience thought it extremely 
funny, and so did I. The two come- 
dians who presented it made all sorts 
of fun of the policy, showing the dif- 
ference between what the buyer had 
expected he might get because of the 
arguments of the agent who sold it and 
what the policy itself proved he never 
could get under any circumstances. To 
take out any personal sting the one 
who had borrowed the sample policies 
finally announced that if a policy had 
been taken in the company there 
would have been no difficulties. Un- 
fortunately the name of that company 
was very much in evidence to those in 
the front rows on the policy of which 
he was making fun. 

* * * 


HE unfortunate thing, I thought, 

was that the audience was only too 
glad to agree with the two colored 
comedians that an insurance policy is 
a thing of tricks and subterfuges. The 
old legend of microscopic type denials 
of everything that is promised still re- 
mains in the minds of some people, in 
spite of the urging of insurance com- 
panies that the insured read his policy. 
And I doubt, as a matter of fact, if to- 
day it would be easy to find a docu- 
ment of a legal nature, or, in other 
words, a contract, that is more clearly 
written, more simple and direct in its 
provisions than is the average insur- 
ance policy. 





OU don’t rate the front rank 

among columnists until you’ve been 
asked to reprint something. The other 
day I received a note from a gentle- 
man who signs himself “R. W. S.” and 
gives his address as 243 West 39th 
Street, New York. He says, “In view 
of the Epstein article recently pub- 
lished in H. L. Mencken’s American 
Mercury, won’t you please reprint your 
column of Dec. 20, 1928?” Well, Mr. 
S.—if you insist. 

That Bad Boy of American Litera- 
ture, H. L. Mencken, has often dipped 
his pen in gall when writing about 
business men with the result that a 
number of worthy citizens have grown 
justifiably sore and have struck back 
with equal vigor and skill. Although 
he mentions no names, it is likely that 
Chandler Bullock had the Baltimore 
Sage in mind when, in addressing the 
Life Presidents at the Hotel Astor last 
week, he said, “There are a few self- 
chartered critics who delight at drop- 
ping some sarcastic ink on American 
business. They scoff at the word ‘ser- 
vice’ and engage in a futile attempt to 
write it out of our vocabulary.” And 
later on, “Reduced indeed have become 
the ranks of those who, in half-baked 
intelligentsia circles, still chatter of 
business men as Phillistines.” 

* * * 

But because Mr. Mencken has a low 
opinion of the cultural attainments of 
the average business man, it must not 
be assumed that he carries his grudge 
to the institution of private business. 
On the contrary, Mencken is a savage 
individualist and has opposed Social- 
ism wherever it has raised its head. 
For the benefit of those “hard-headed” 
business men who excoriate Socialism, 
Bolshevism and Menckenism in the same 
breath let me print some of Mr. 
Mencken’s published sentiments on gov- 
ernment and business. | 

* 


“Capitalism,” writes Mr. Mencken, 
undoubtedly has certain boils and 
blotches upon it, but has it as many 
as government? Has it as many as 
marriage? Has it aS many as relig- 
ion? I doubt it. It is the only basic 
institution of modern man that shows 
any genuine health and vigor... . 

“I doubt that capitalism improves 
much as year chases year. It would be 
helped, no doubt, by occasional clouts 
a posteriori. Most of the crimes laid 
to it are really the crimes of govern- 
ment, its drunken master. Government 
in the universal pox of mankind.” 

x * * 
HUS was mention made of Mencken 

in THE SPECTATOR for Dec. 20, 1928. 
We may surmise, then, that publica- 
tion of Epstein’s “The Insurance 
Racket” was Mencken’s method of giv- 
ing private business a “clout a pos- 
teriori.” We wonder what he’d say to 
Epstein’s government old age pensions. 
But, for that matter, we wonder what 
he’d say to Mrs. Mencken about the 
“boils and blotches” of marriage? 
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Thanksgiving 


HERE are five weeks, less a 

day, before 1930 is ended. 
Some of the chronic grumblers 
and confirmed pessimists are 
doubtless employing at least a 
part of this Thanksgiving day to 
regret that there are so many, or 
to wail because there are no 
more. 

The President of the United 
States and the governors of the 
various States have proclaimed 
today as a time of general thanks- 
giving. It is being observed in 
every State, Territory and pos- 
session. It is the continuance of 
a great American tradition. The 
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grouch with his “My God! What 
have I to be thankful for this 
year,” can no more stop its wide 
and sincere observance than could 
King Canute’s command turn 
back the advancing tide. 


Have the men who in one way 
or another are connected with 
the insurance business any real 
reason to be thankful as they con- 
sider the past year and look for- 
ward to the future? They have. 
It is not necessary to review the 
very evident facts of the period 
of business depression which fell 
upon our country, upon the world. 
It is not necessary to marshal 
statements made by economists 
to show that they are convinced 
that the worst is over. But it is 
not out of place to call attention 
again to the truth that the insur- 
ance business in the face of the 
stock market crash and in spite 
of the general slowing down of 
the industrial activities of the na- 
tion has come not even within 
calling distance of a crash. It 
has made a showing that is not 
only remarkable and encouraging 
to the insurance business, but 
which may be termed a splendid 
sign that the present slacking up 
of things in general is but mo- 
mentary, possibly simply a neces- 
sary pause before an era of pros- 
perity and progress greater than 
any that has preceded it. 

The insurance man, we assert, 
has cause to give thanks. To give 
thanks and to look forward with 
hope. To determine that he can 
and will employ the five weeks be- 
fore he must close his books for 
the year with redoubled effort 
and enthusiasm. 


A Collection Letter 


HE results of an investiga- 

tion made by a staff writer on 
the collection situation in New 
York City were given in an arti- 
cle in THE SPECTATOR of last 
week. Prominent company men, 
agents and brokers were inter- 
viewed and the consensus was 
that not for many years, if ever 
before, has the collection prob- 


5 


lem presented so many difficul- 
ties. Payments are held up until 
the last possible moment. Can- 
cellations for non-payment of 
premiums have increased and the 
agency balances are so large that 
they naturally cause concern. 


We wish to call the attention 
of the agents to the letter regard- 
ing collections on page 27 of this 
week’s SPECTATOR. We believe 
that the use of such a letter will 
in many cases prove decidedly 
helpful in convincing a _ policy- 
holder that he must pay his 
premium. We do not pretend that 
any letter that suggests to a man 
that he pay his bill will be re- 
ceived by him with delight. But 
there is no reason that such a let- 
ter should cause offense, should 
make the recipient unfriendly to 
the sender, or put him in a state 
of mind that would make future 
business relations unpleasant. 


We feel that the letter to which 
we call your attention is an ex- 
cellent model for such a purpose 
when it becomes even more neces- 
sary than usual to speed up slow 
payments. It is frank to the 
point and yet tactful. Such a let- 
ter will not at once solve your 
collection problem, but it will 
help the suggestion. 


E are very glad to pass 

along to all our readers, 
the request of the assistant 
postmaster of New York that 
Christmas shopping be done now 
or as soon as possible and that 
Christmas cards and parcels be 
mailed sufficiently early so that 
they may reach their destination 
in ample time to be delivered be- 
fore Monday, Dec. 22. During 
the holiday time the volume of 
mail increases approximately 200 
per cent and as the post office de- 
partment points out, it is a physi- 
cal impossibility to handle this 
great mass of matter efficiently 
and promptly within a few days. 
It will be a decided aid to the pos- 
tal service and to the postal em- 
ployees to send all your Christ- 
mas parcels and cards as early 
in the month as possible. 


Editorial 








Inter-Southern Sold to 
Unidentified Interests 


Superintendent of Insurance 
Thompson Analyses Devlop- 
ments Re-Missouri State 


Unidentified interests have secured 
control of the Inter-Southern Life In- 
surance Company, of Louisville, Ky. 
That the control of the company, which 
was held by Caldwell & Co., now in 
the hands of receivers, would shortly 
be sold and that the financial stability 
of the Inter-Southern would thus be 
secured was predicted in THE SPEC- 
TATOR of last week. Caldwell & Co. 
had 2,000,000 shares of Inter-Southern 
stock. 


Reliable reports from a number of 
authoritative sources affirm that 
neither the Inter-Southern Life nor 
the Missouri State Life Insurance 
Companies, of St. Louis, of whose stock 
the Kentucky company held 147,000 
shares, would be at all seriously af- 
fected by the Caldwell failure. 


Jos. B. Thompson, superintendent 
of insurance of Missouri, writing to 
the editor of THE SPECTATOR, says: 
“You are, no doubt, familiar with the 
later developments as regards the 
Inter-Southern Life Insurance Com- 
pany. Unofficial information today 
(Nov. 20) indicates that the bank ac- 
counts of the Missouri State Life in 
the Bank of Tennessee and in the Na- 
tional Bank of Kentucky are to be pro- 
tected by the new purchasers of the 
Inter-Southern Life. If this informa- 
tion is authentic, the Missouri State 
Life will suffer no additional losses 
whatever. If, on the other hand, this 
arrangement is not carried out, the 
Missouri State Life may lose a portion 
of its deposits in these banks. These 
deposits are partially covered by col- 
lateral security, and the greatest 
amount the Missouri State Life might 
lose under the most adverse circum- 
stances would be so negligible that it 
would not materially affect the com- 
pany. In fact, if the complete amount 
on deposit in the two banks should be 
a total loss to the company, which is 
impossible under the circumstances, 
the Missouri State Life would still 
have capital of $5,000,000 and a sur- 
plus in excess of $2,000,000, so there 
is no cause for alarm so far as the 
Missouri State Life is concerned.” 


The purchase of the controlling stock 
interest of the Inter-Southern Life 
would appear to end any possible seri- 
ous danger that may have resulted 
either to that company or to the Mis- 
souri State Life because of the Cald- 
well & Co. failure. 


Life Insurance 


Philadelphia Association Meets 


PHILADELPHIA, Nov. 24.—Another 
large attendance was on hand for the 
November dinner-meeting of the Phila- 
delphia Association of Life Under- 
writers. The principal speaker was 
Miss Alice Roche, who spoke on Pros- 
pecting, the second of the six talks to 
be made on Making the Sale. 

Dr. S. Calvin Smith, noted heart 
specialist, presented some suggestions 
on how to handle heart cases. He de- 
clared that the heart is “more often 
sinned against than sinning,” and said 
that many heart disorders could be 
held in check, or perhaps corrected, if 
the trouble is discovered and proper 
precautions are taken. 


Another speaker on the program was 
Lud Wray, head coach of the Univer- 
sity of Pennsylvania football team. 


Some fifty new members were elect- 
ed at the meeting. 


Appointed) General Agents 


Carl T. Holmes and Earle W. Jones 
have been appointed State agents for 
the Lafayette Life Insurance Company 
in Michigan. Mr. Holmes has been 
connected with the Lafayette Life for 
more than fifteen years, and Mr. Jones 
has been with the company for several 


years. Both have a fine record. 








who said: 





HELP THEM 


No man relishes the prospect of being 
dependent upon others in his old age. 
Who would disagree with Emerson, 


“Can anything be so elegant 
as to have few wants, and 


to serve them one’s self?” 


Your prospect wishes to be 
independent 
years. Show him how wisely 
selected life insurance will 


help him to be. 


The Prudential 


Insurance Company of America 
Epwarp D. DuFFIELb, President 
Home Office: Newark, New Jersey 


in his last 
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Supreme Court Asked 
for Rehearing 





Texas Decision of Interest to 
Life Companies Operating 
in that State 





Based on Interest Charges 





Adverse Ruling Might Affect 
Business of Member Companies 
—Decision Expected Soon 


DALLAS, TEX., Nov. 25.—Another 
step toward a final decision in the 
Shropshire case was taken when mo- 
tions for a rehearing were argued in 
the Supreme Court of Texas a few 
days ago. The decision of the court 
on the motions is expected this year. 


This is the case in which life in- 
surance companies doing business in 
Texas are vitally interested. The 
American Life Convention has inter- 
vened in the case, its attorneys ap- 
pearing as a friend of the court. A 
mortgage company in Texas, lending 
money on real estate, has also joined 
in the rehearing motions. 

In the case Shropshire and his wife 
borrowed money on their farm from 
a lending company. They agreed to 
pay the loan at stipulated amounts 
over a period of ten years and at the 
same time executed notes for interest 
for a given amount to be paid annually 
for ten years. The “interest coupons” 
represented interest at 6 per cent. At 
the same time Shropshire and his wife 
gave notes for 6 per cent of the prin- 
cipal sum to be paid each year for 
the first five years of the loan. 

The principal and the “interest cou- 
pons” were paid for two years and 
then the Shropshires filed suit against 
the lending company, charging usury. 
The Texas law does not permit paying 
more than 10 per cent interest. 

The District Court and the Applelate 
Court held against the Shropshires, 
but when the case reached the Supreme 
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Life Insurance Counsel to 


Meet Dec. 9 





Two-Day Session to Precede An- 
nual Meeting of Presidents 
in New York 


The annual meeting of the Associa- 
tion of Life Insurance Counsel will be 
held at the Hotel Astor, New York 
City, on Tuesday and Wednesday, Dec. 
9 and 10, 1930. The first session will 
convene promptly at two o’clock in the 
afternoon of Tuesday, Dec. 9. Papers 
will be read by the following members 
on the subjects indicated: 

Robert A. Adams, of counsel, Ameri- 
can Central Life Insurance Company, 
“Presumptions Encountered in Life In- 
surance Litigation.” 

Frederic G. Dunham, assistant gen- 
eral counsel, Metropolitan Life Insur- 
ance Company, “Incidence of Loss 
From Non-Clearance of Checks.” 

Jacob S. New, second vice-president 
and general counsel, Eureka-Maryland 
Assurance Corporation, “The Law of 
Partnership Life Insurance.” 

Burton P. Sears, vice-president and 
general counsel, National Life Insur- 
ance Company of the U. S. A., “Life 
Insurance Law of Illinois.” 

Albert H. Yost, second vice-president 


(Concluded on page 15) 








Court, that tribunal held the interest 
was usurious and ordered the lending 
company to pay to the Shropshires 
twice the amount they had paid on 
the loan. 

It was then the American Life Con- 
vention became interested in the case. 
It is said by some life insurance com- 
pany men that if the final decision 
of the Supreme Court of Texas favors 
the Shropshires, a great number of 
loans made by life companies on Texas 
real estate may be affected, since it 
is possible some of these loans were 
made on the same plan as the lend- 
ing company used in the Shropshire 
case, a scheme which has been in effect 
in Texas for a number of years. 


Agency Recruiting and 
Training 





Unique Success Achieved by 
Penn Mutual Agency 
in Chicago 





Carefully Planned Campaign 





Sixteen Financially Qualified 
Men Give Up Comfortable 
Positions for Work 


By JOHN C. LEISSLER 


The life agency executives of W. A. 
Alexander and Company of Chicago, 
which represents the Penn Mutual Life 
of Philadelphia, have just achieved a 
remarkable record in recruiting and 
training a group of highly qualified 
agents. This recruiting campaign re- 
sulted in the addition of sixteen men of 
mature years, and of the sixteen only 
two had had previous life insurance 
experience. All of these men, even in 
this period of unemployment, are in a 
position to finance themselves for at 
least six months each, and all were 
formerly successful in their various 
lines of endeavor. 

The campaign was unique in that 
none of the men were recruited directly 
by any member of the agency staff, 
but were nominated by business men 
of the city, and also that during the 
progress of the campaign no particular 
effort was made to persuade the men 
to take up life insurance. The cam- 
paign was directly in charge of Wade 
Fetzer, Jr., C. L. U., assistant man- 
ager of the life department, and he was 
assisted by C. E. Petillon and John C. 
Fetzer, supervisors, while John H. 
Sherman, manager of the life depart- 
ment, gave of his time as he was 
needed. 

The plan, which was started by send- 
ing out letters to a selected group of 
business men telling them that W. A. 


(Concluded on page 15) 
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Personality 
and Friendliness 


The Missouri State Life is a Company of personal- 
ity and friendliness. Its officers are all compara- 
tively young men, mature in experience and judg- 
ment, aggressive in spirit. 


The constant aim of the Missouri State Life is the 
perfection of its service to field men and the pub- 
lic. A system of Branch Offices in important cen- 
ters, in addition to General Agencies, gives direct 
and prompt service to clients and representatives. 


With its Home Office situated in the center of the 
United States, the Company is in a position to 
give prompt, efficient service, and through its sev- 
eral departments—Life—Accident and Health— 











Group—and Salary Savings—it offers its repre- 
sentatives an exceptional opportunity to multiply 
the results of their daily work and thereby multiply 
their income. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


HILLSMAN TAYLOR, President 


ST. LOUIS 








More than a Billion and a Quarter Dollars of Life Insurance in Force 
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New York Life Employees 
Aid Charity Fund 


Pledge Over $3,000 Monthly; To 
Be Deducted from Their 
Salaries for Four Months 


The employees and officers of the 
New York Life Insurance Company 
have already pledged over $3,000 a 
month for four months to be deducted 
from their salaries and contributed to 
the Emergency Employment Commit- 
tee, it is announced by President Dar- 
win P. Kingsley. 

In a letter written by company offi- 
cials, employees and officers were asked 
whether they would like to contribute 
a sum equal to at lease one per cent of 
their income for a period of four 
months. Over 2000 immediately re- 
sponded, many inclosing checks with 
their replies, although they were not 
asked to do so at once, and some sig- 
nifying that they would be willing to 
have deducted a larger percentage than 
that suggested. More replies are com- 
ing in daily. 

The contributions will be paid on the 
first and fifteenth of each month until 
April 1. 

Asked about the employment situa- 
tion as it affects insurance companies 
President Kingsley said: “The New 
York Life has not and will not reduce 
the number of its employees nor the 
prevailing rate of wages.” 





Frick Art Reference Library 
Adopts Group Annuity Plan 


The Frick Art Reference Library, 6 
East 71st Street, New York City, has 
adopted a Retirement Plan for its em- 
ployees, which is underwritten by the 
Equitable Life Assurance Society. 

The plan is based on the “With In- 
terest” Plan, the employer and the em- 
ployee each depositing an amount equal 
to 5 per cent of the employee’s salary 
for the purchase of a Life Annuity 
maturing at age 60. Miss Helen C. 
Frick, the founder of the Library, will 
also provide for the employees, a Life 
Annuity of approximately one per cent 
of present salary for each completed 
year of past service. In lieu of the 
Life Annuity maturing at age 60, em- 
ployees may elect to receive the in- 
come on the refund or joint and sur- 
vivor annuity form. ' 


Manager in Detroit 


President John A. Reynolds, of the 
Detroit Life Insurance Company, a 
division of Insurance Securities Com- 
pany, Incorporated, announces the ap- 
pointment of Arthur P. Johnson as 
manager of the Detroit City Agency. 
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Southern States Life Acquires 
Home Office Building 


ATLANTA, GA., Nov. 22.—The South- 
ern States Life has acquired the build- 
ing at Luckie and Forsyth Streets in At- 
lanta, formerly occupied by the Metro- 
politan Theater, and work has already 
begun on remodeling the building, 
which will be occupied by the insur- 
ance company. President Wilmer 
Moore, of the Southern States, advises 
THE SPECTATOR that it will be about 
five months before the building is 
ready for occupancy by the company. 
It is stated unofficially that the cost of 
renovating and remodeling will be 
about $200,000. 


College Faculty Insured 


The Trustees of Dartmouth College 
have entered into a group life insurance 
contract with the Equitable Life Assur- 
ance Society of the United States 
which protects the lives of 500 mem- 
bers of the faculty and employees of 
the College, for a total volume of ap- 
proximately $2,000,000. 

Professors, assistant professors and 
officers of administration of Dartmouth 
College are eligible for $5,000 of insur- 
ance. Instructors, staff assistants and 
some other officers are eligible for 
$3,000 of insurance. Other employees 
of the college are eligible for $2,000 of 
insurance, 
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interview. 


If you care to 
learn about some 
of our other 
sales helps, or 
to receive a copy 
of “Overcoming 
Sales Resist- 
ance,”’ just write 
toc J. & S&S. 
Agency Dept. 








We all know that the average “objection” 
to life insurance is merely an excuse for 
closing the interview. 


The agent who has a ready, logical answer 
to any and all objections is the one who is 
most likely to successfully conclude the 


Security Mutual has just published a 
limited edition of “Overcoming Sales Re- 
sistance,”’ a book containing objections. . . 
some old, some new and unique... and 
logical, thought-provoking answers. 


Assisting our representatives to hurdle ob- 
jections is but one of our sales helps. 
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The Atna’s Family In- 
come Policy is here to pro- 






vide in a new way for an 





old need. It is designed specifically 






for the man with a wife and young 





children. It ts comprehensive—a 






minimum program in itself. ABtna- | 






izers are telling it and selling it to | 






prospects and policyholders. It | 






promises to be one of the best sellers | 






in the wide range of policies | 
issued by the Atna Life Family 


Insurance Company, | Income 
Hartford, Connecticut. ‘Policy 
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Julian Price Honored by 
Big Production 





Jefferson Standard Life Agents 
Reported Over Million 
New Business 


In honor of the sixty-third birthday 
of President Julian Price, of the Jef- 
ferson Standard Life, agents of the 
company established a new high pro- 
duction record, reporting 246 applica- 
tions of $1,046,300 on Tuesday. This 
was the conclusion of a six weeks’ pro- 
duction campaign which yielded $12,- 
000,000 in new business. 

It has been customary for Jefferson’s 
standard agents for many years past 
to honor Mr. Price’s birthday with a 
heavy November production. But this 
year, because Mr. Price was confined 
to Johns Hopkins Hospital in Balti- 
more, the campaign began in mid- 
October, as everyone connected with the 
company felt that nothing would speed 
Mr. Price’s recovery so much as heavy 
production during the prevailing bad 
times. 

A unique birthday party was ar- 
ranged by H. G. Mitchell, assistant 
sales promotion manager. Mr. Price 
has so many friends it would be im- 
possible to bring even a _ substantial 
number of them together, so he was 
carried to them by radio in two broad- 
casts Tuesday night, one from Station 
WBIG in Greensboro and the other 
from Station WSB in Atlanta. Mr. 
Price, who has regained his health, 
made abrief but forceful address over 
each broadcast. 


$100,000 Libel Suit Goes 
to Trial 





Action Instituted by James P. 
Sullivan Outgrowth of Twist- 
ing Controversy 


St. Louis, Mo., Nov. 24.—The $100,- 
000 libel suit of James P. Sullivan, 
former St. Louis general agent for the 
Lincoln National Life Insurance Co., 
against the Connecticut Mutual Life 
Insurance Co. and Stratford Lee Mor- 
ton, St. Louis general agent for that 
company, went to trial before Circuit 
Judge Brackman at Clayton, Mo., to- 
day. It is expected that the case will 
require several days to present. 

The suit is based on the use of the 
word “twisting” in a letter Morton is 
said to have sent to an official of the 
Lincoln National regarding the selling 
methods used by Sullivan’s agency. 
Sullivan, who is now an agent for the 
Illinois State Life in Chicago, testified 
that he wrote policies totalling $4,800,- 
000 during the three years he was 
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MARRIAGE BENEFIT BARRED 


There is nothing in the Cali- 
fornia law which will permit the 
licensing of a company to write 
marriage insurance, so ruled At- 
torney General U. S. Webb, in an 
opinion to Secretary of State 
Frank C. Jordan, advising the 
latter to refuse a license to op- 
erate in the state to the Texas 
Marriage Benefit Association. 

The Texas company submitted 
a contract providing for 1000 
members, with a membership fee 
of $15, semi-anual dues of $2.50, 
and the payment of $1,000 to 
members remaining in the asso- 
ciation one year without marry- 
ing. In the event the member 
married before the year was up, 
this sum was to be considerably 
reduced. 











Institutional Advertising 
By Chicago Agents 





Life Underwriters Association 
Signs for Six Months News- 
paper Campaign 

CHICAGO, Nov. 25.—A cooperative in- 
stitutional advertising campaign on be- 
half of local life insurance agents of 
Chicago in the Chicago Evening Amer- 
ican, a Hearst newspaper, has been 
decided upon by the Chicago Associa- 
tion of Life Underwriters. The plan 
provides for twenty-six consecutive 
weekly advertisements, together with 
a radio hook-up over Station WIBO, 
the Chicago Evening American sta- 
tion. It is planned to run the adver- 
tisements on Tuesdays with a radio 
playlet to be presented the night be- 
fore calling attention to the adver- 
tisement. 

The individual agents are asked to 
subscribe to the campaign by paying 
50 cents a week for each week of the 
drive, with the promise that all who 
subscribe shall have their names 
printed three times during the cam- 
paign. 

In an announcement to the agents, 
the association calls. attention to the 
fact that the Evening American does 
not sell accident or life insurance as 
subscription inducements, but it does 
not explain that the Herald-Examiner, 
the American’s morning running-mate, 
has both of these plans. 








agent in St. Louis for the Linco// Na- 
tional. Letters that passed tween 
Sullivan and Morton, and dealing with 
an investigation into Sullivan’s meth- 
ods by a special committee of the St. 
Louis General Agents and Managers 
Association, headed by Morton, were 
introduced as evidence at the trial. 


11 
Aetna Life Loses Suit for 
Tax Recovery 





“Closing Agreement” WNullifies 
Action to Collect Over 
Quarter Million 


Recovery of $376,340 paid by the 
Aetna Life Insurance Company of 
Connecticut as income taxes for 1923 
and 1924 on the income from tax- 
exempt securities has been denied the 
company by the action of the Supreme 
Court in refusing to review the com- 
pany’s suit for recovery. 

The court’s action upheld the valid- 
ity of provisions of the revenue law 
relating to “closing agreements” which 
specifically provide that cases disposed 
of under such agreements may not be 
reopened by the government or the 
taxpayer. The provisions in question, 
under the court’s denial of the com- 
pany’s petition, operate despite the 
fact that the tax on tax-exempt se- 
curities has been declared by the courts 
to be unconstitutional in the case of 
the National Life Insurance Company. 

The petition of the company reveals 
that a closing agreement was made 
with the Commissioner of Internal 
Revenue in January, 1928, under which 
both parties agreed that the commis- 
sioner’s determination of the com- 
pany’s tax liability should be final and 
conclusive. Six months later the courts 
held the tax on tax-exempt securi- 
ties to be unconstitutional. Aetna 
filed claim for refund of the taxes paid 
on its tax-exempt income, which was 
denied by the government, and then 
brought suit for recovery. The court 
below dismissed the suit on the ground 
that the revenue law divested it of 
jurisdiction under the provision of 
Section 1106, dealing with closing 
agreements, that “no suit, action or 
proceeding to annul, modify, or set 
aside such determination or assess- 
ment shall be entertained by any court 
of the United States.” 





Arkansas Companies Declared 
Insolvent 

LITTLE Rock, ARK., Nov. 25.—Elmo 
E. Walker was appointed last night by 
the Circuit Court as receiver for the 
Home Fire and the Home Accident 
Insurance Companies of Arkansas on 
petition of Attorney General Norwood. 
The companies were declared insolvent 
by W. E. Floyd, commissioner of in- 
surance and revenues of Arkansas. 
The Home Life Insurance Company, 
of Arkansas, is involved. The insur- 
ance departments of Mississippi, 
Louisiana and Oklahoma, it is under- 
stood have suspended the licenses of 
the companies in those States. 
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Reliable Self-Supporting 
Agents Wanted 


To receive cash commissions under our new specially devised and 
computed Scholarship policies being issued to alumni of many 
colleges and universities in several states. 


* Kk 


(The list is being lengthened almost weekly as other institutions 


join in this movement. 
x oe Ox 


{Probably over 30,000 alumni now listed for service calls by 
counties. Interviews assured, cash settlements always possible. 


* * * 


{We are willing to negotiate with other universities for this service 
as the agency force expands. 


* * & 


A fine, dignified, worthwhile work in which men of the highest 
standing are indicated. 


Write to 


ALL STATES LIFE 


BEN W. LACY, President 


Montgomery, Alabama 
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Woman Manager Addresses 
Life Underwriters 





Describes Direct Mail Campaigns 
as the Sharpshooting of Adver- 
tising Work 

Miss Alice E. Roché, office manager 
of the Provident Mutual Life of Phila- 
delphia, Pa., was a speaker before the 
Boston Life Underwriters’ Associa- 
tion Thursday afternoon, Nov. 20, at 
the Chamber of Commerce. It was 
the first time that a woman had ad- 
dressed the Boston Life Underwriters’ 
Association, and in honor of the occa- 
sion the heads of the women’s depart- 
ments of the various life insurance 
agencies in the city which maintained 
women’s departments, were guests at 
the head table. 

Miss Roché spoke on “Pyramiding 
Sales Via Direct Mail,’ and pointed 
out that direct mail is now accepted 
by agents, agencies and companies as 
a very definite and profitable instru- 
ment of sales stimulation. She said 
that during the past few years very 
marked changes in the attitude of the 
agents toward this sales idea had taken 
place. She said that direct mail cam- 
paigns were either very good or very 
bad and that direct mail is the sharp- 
shooting of advertising work, and that 
its greatest possibility lies in its ability 
to be personal, to be definitely directed 
and accurately checked from the stand- 
point of returns. 

President Tracy announced the fol- 
lowing personnel of the nominating 
committee for election of officers at 
the annual meeting on Dec. 18: J. 
Everett Hicks, James Woodhouse, B. Z. 
Nelson, Russell Hadlock, H. A. Wilkin- 
son, Barton Stephenson, A. J. Mur- 
phy. An auditing committee, to audit 
the books of the association and report 
at the January meeting, was also ap- 
pointed by the chair as follows: A. W. 
Piston, George Morse and G. A. Neil- 
son. 








Enters Oklahoma 


The Texas Prudential Insurance 
Company has entered the state of 
Oklahoma and has appointed as state 
agent T. J. Lucado of Oklahoma City. 
This is the second State to be entered 
this year by the Texas Prudential, hav- 
ing previously entered the state of 
Missouri with W. Rogers Primm of 
Springfield as State agent. 


General Agency Appointment 

Clarence E. Rhodes, well known 
Buffalo life insurance man, has been 
appointed general agent in Buffalo and 
vicinity for the United States Life In- 
surance Company of New York. 
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Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


limited production. 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 


Address. 


Service Rather Than Volume 


Inspired by the address of Thomas I. 
Parkinson, president of the Equitable 
Society, delivered at the Life Agency 
Officers meeting in Chicago, C. R. 
Styron, vice-president of the Stonewall 
Life Insurance Company, Vicksburg, 
Miss., has decreed that the slogan for 
agents of that company shall hence- 
forth be “Service, Not Volume.” In his 
address Mr. Parkinson made a strong 
point in emphasizing the conviction 
that there is no excuse for the exis- 
tence of the life insurance business ex- 
cept for the good of policyholders. 





Occupational Hazards Discussed 


The tenth semi-annual meeting of 
the Inter-Company Conference, of life 
insurance underwriters, on occupation- 
al hazards, was held at the convention 
hall of The Prudential Insurance Com- 
pany, Newark, N. J., November 20 and 
yy 

Among the important and highly 
valuable papers read at this somewhat 
technical assemblage was that pre- 
pared by Messrs. George A. Huggins, 
actuary of the Colonial Life Insurance 
Company, and Charles P. Kautzmann, 
registrar of the same company. 





Announcing 


a New Retirement Annuity 


Annurry business is fast find- 
ing its place as another economic factor of society. Not until recent 
years have the different forms of annuities become generally recog- 
nized as a popular investment among people who desire a guaranteed 


income for life. 


The John Hancock’s New Retirement Annuity is already meeting a 


public demand among school teachers, nurses, and business women 
who desire a definite income at a definite age—also among men who 


have no dependents and those who, having provided for their de- 
pendents through life insurance, wish to establish a retirement income 


for themselves. 


Some Features about the New John Hancock Retirement Annuity 


IssuzED ON MEN AND WOMEN ages 
15 to 64—Retirement ages 45 to 
75 without examination unless 
disability feature is desired. 


DeatH BENEFIT always equals or 
exceeds annuity premium deposits. 


INCOME AT RETIREMENT age auto- 
matic and guaranteed for 10 years 
certain and continuous, unless 
one of two other option methods 
of settlement is selected. 








LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


CasH SuRRENDER value, and loan 
provision after payment of first 
year’s premium. 


Toran AND PERMANENT Ditsa- 
BILITY feature. (Waiver of pre- 
miums and monthly income.) 


IncomE based on either $100 of 
annual premium or $10 monthly 
premium. 
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The New Family Income Policy 


E are pleased to announce our New FAMILY INCOME policy which, together with seven other new 
W sux legal reserve contracts, has been officially approved by the Insurance Departments of the 
twenty-seven states in which we operate. Our FAMILY INCOME policy was designed from the new ideas 








recently developed by Mr. Philip Burnet of the Continental American Life Insurance Company. 


In addition to this popular policy, we have brought out the following new policies, all on the 342% legal re- 
serve basis with cash and loan values: 


ENDOWMENT AT AGE 85 


(Whole Life) 


THE PURE PROTECTOR 


(Low cost Whole Life) 


ACCUMULATION ENDOWMENT AT AGE 65 


(With non-forfeitable cash savings) 


ACCUMULATION 20 PAY LIFE 


(With non-forfeitable cash savings) 


ACCUMULATION 20 YEAR ENDOWMENT . 


(With Non-Forfeitable Cash Savings) 


TWENTY PAYMENT LIFE 
TWENTY YEAR ENDOWMENT 
JUVENILE INSURANCE 


(From ages 1 day to 14 years) 


You may obtain complete information concerning our Agency Contract and New Policies 
by Writing to F. A. Hicks, Superintendent of Agents 


GUARANTEE FUND LIFE ASSOCIATION 


Omaha, Nebraska 
More Than $170,000,000 Insurance in Force 





























In Which 






the Agent dons a Middy 


.. and becomes a sailor! 


**RUN UP the spanker 
sails, fore’n aft — 
there’s a breeze off star- 
board,” shouts the skipper. 
His graceful ship, all sheets 
bulging — straining, glides 
forward at an_ increasing 
clip. 





If you've ever sailed a 
boat—and it is assumed you 
have—you’ll remember the spanker sail—that 
extra sheet of canvas used by experienced sailors 
to catch the idle puffs and breezes that stray from 
the prevailing winds. 


These little breezes spell the difference be- 
tween normal and capacity speed. 


The crew of the good ship Union Central for 
years has used sailor tactics. While depending 
on the steady increase from regular sources, it has 
run up the spanker sails to gather in additional 
business. 





Experience has proved Policyholders Service 
Month the most effective of these spanker sails, 
Six years ago this campaign was inaugurated— 
it has become an annual affair—an institution in 
the Union Central, demonstrating over and over 
again that if we concentrate on service, sales will 
take care of themselves. The policyholders Ser- 
vice drives have contributed repeated increases in 
new business from old customers. 


October, 1930, the Union Central again hoisted 
its spanker sails. Union Central men made 30,000 
service interviews. Results: (1) Much good will; 
(2) an increase of 314 millions in applications over 
last October. 


The Union Central Life Insurance Co. 
Of Cincinnati 
1867 
MORE THAN 1,600 MILLIONS IN FORCE 
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Agency Recruiting 
(Concluded from page 7) 
Alexander and Company had something 
especially good to offer men of ability 
and standing, was carefully worked 
out in advance. This letter only cas- 
ually mentioned life insurance and 
asked the business men addressed to 
nominate men of their acquaintance 
who might be interested in a new and 
valuable connection. 

Replies were received from about 
seventy-five men. They were given ap- 
pointments with the agency executives 
and all during the next week the staff 
spent its entire time interviewing 
about fifty of this number. 

It was during these interviews that 
life insurance was mentioned but no 
effort was made to sign up the men, 
but rather to get them to find out more 
about the business and to ascertain 
something of their connections and 
their financial background. 

Those of the men interviewed who 
looked interesting were invited to at- 
tend a series of three exposition meet- 
ings or a “side show” as it was de- 
scribed by the executives, held at the 
Union League Club of Chicago on three 
consecutive evenings. These meetings 
lasted an hour and a half each and 
consisted of detailed market analysis, 
a description of the money making 
possibilities of life insurance, and one 
demonstration each evening of an or- 
ganized sales talk with an analysis of 
each talk afterward. 

Attendance at the advance meetings 
ran twenty-four, twenty-six, and twen- 
ty-three. No effort was made to fol- 
low up those who did not attend or 
who dropped out. 

Part of each day was spent in the 
field, cold canvass, practicing the ma- 
terial covered in the class, with reports 
required from each man each day. The 
group was divided into teams for com- 
petitive spirit, credit being given for 
work done, rather than volume. This 
meant that as much or more credit 
would be given for an organized sales 
talk presented to a prospect as for an 
application written. 

Of the original nineteen one dropped 
out during the period, and two at the 
end of the school, leaving sixteen re- 
maining to go on. Each man is able 
to give with a remarkable degree of 
ease, confidence and efficiency, at 
least two definite life insurance sales 
talks and has a broad general idea of 
fundamentals. The mathematics of 
life insurance were not stressed during 
the school, however. 

The men have been taught to sell 
ideas, not figures, and will operate 
without carrying a rate book. In this 
connection the agency uses the two in- 
terview plan, whereby an idea is sold 
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at the first interview with the pros- 
pect and his permission for a medical 
examination is received, and then the 
cost of insurance is discussed at a 
second interview when the policies are 
delivered. 

The most interesting angle of the 
campaign was the high calibre of the 
men enrolled. The average age is 
about thirty-five and all of the men 
have been successful in their past 
work. The group includes one presi- 
dent of a manufacturing company, two 
large real estate operators, one sales 
manager of a piano company, one sec- 
retary-treasurer of a large corpora- 
tion, one advertising man who featured 
automobile copy and accounts, one au- 
ditor, two men who had been in the 
bond business, a travel bureau oper- 
ator, and a nationally known college 
athlete. 


Life Counsel Meeting 


(Concluded from page 7) 


and counsel, Phoenix Mutual Life 
Insurance Company, “Insurance 
Trusts.” 


There will be important reports from 
the executive committee, the committee 
on trustee beneficiary designations, and 
the committee on the incontestable 
clause. The entire meeting will be 
held at the Hotel Astor. 








A TOWER OF STRENGTH 


INSURANCE IN FORCE 
TWO BILLION DOLLARS 


Assets.......... $568,197,000 
72,807,000 
Total Liabilities 495,390,000 


Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE-HALF PER CENT 


Total investments in United 
States securities approx- 
imately $300,000,000 


Dividends to Policyholders increased 
for tenth successive year. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 
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The executive committee has decided 
to omit the evening dinner at the Astor 
so that the program will not include 
any evening functions. On Wednes- 
day, Dec. 10, between the morning and 
afternoon sessions there will be a 
luncheon for members, also at the 
Hotel Astor. 

Reservations may be made directly 
to the hotel. In view of the annual 
meeting of the Association of Life In- 
surance Presidents on Dec. 11 and 12, 
also at the Hotel Astor, reservations 
should be made promptly, through 
Harry Cole Bates, secretary, at 1 Mad- 
ison Avenue, New York City. 








BUY NOW 
for 


PROSPERITY 


The Bankers National Life 
Insurance Co. strongly urges 
support to the “buy now” move- 
ment of the Philadelphia Cham- 
ber of Commerce, which is 
rapidly spreading to all parts of 
the United States, being firmly 
convinced that this will prove to 
be a great aid in stimulating 
business and helping to put an 
end to the current business de- 
pression. A loosening of the 
“purse strings” of the nation 
means a return of the prosper- 
ity which this country should 
enjoy. Thrift is a matter of 
spending as well as of saving, 
and the good sense of the 
American Public can be trusted 
to engage in, not blind buying, | 
but in intelligent buying, thus | 
bringing nearer that upturn 
which is inevitable and “just 
around the corner.” 


BANKERS NATIONAL 
LIFE INS. CO. 


Bankers National Life Building 
Journal Square, Jersey City, N. J. 


R. R. Lounsbury, 
President 


George Ramee, 
Vice-Pres. Supt. of Agencies 



























Life Insurance 



















Your 
LIFE 
WORK 


“To feel that we were do- 
ing work useful to others 
and pleasant to ourselves, 
and that such work and 
its due reward could not 
fail us! What serious 
harm could happen to us 
then?”—Wm. Morris 


Work with the Inter-Southern 
is useful to others. Serving 
over 75,000 policy-holders 
in twenty-three states is un- 
doubtedly being useful. 


The work is pleasant. The In- 
ter-Southern is large enough 
to command respect wherever 
the name is mentioned. It is 
not too large for close co-op- 
eration between the home 
office and each individual 
agent. There is inspiration 
and a feeling of neighborli- 
ness with opportunity in this 
rubbing of elbows. 


The reward is there. Hun- 
dreds of us have proven that. 
The Inter-Southern offers use- 
fulness, pleasure and reward 
to those who are seeking a 
life work. Write to... 





‘ 


~ 

INTER-SOUTHERN LIFE 
INSURANCE CO. 

LOUISVILLE, KENTUCKY. 








Ne 





CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 
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AMERICAN NATIONAL 


Insurance Company 


GALVESTON.TEXAS 


Mr. Agent— 


Are you interested in working under 
a direct home office contract? 









If so, clip the coupon! 


This company offers such a contract 
to men and women of character and 
ability. Write all forms, life, endow- 
| ment, old age pensions, educational, 









juvenile, commercial health and ac- 
cident and group policies. 







Nearly $600,000,000 Insurance in Force 
$38,014,715 Assets $4,856,661 Surplus 






















Wilfred S. McLeod, Secretary, Board of Control B-9 
American National Insurance Co., Galveston, Texas 





Give me particulars of your agency proposition. 































Eager to improve themselves as life 
underwriters and knowing that any 
offer made by the Home Office is 
worth their attention, 364 NwNL 
representatives—many of whom are 
prominent general agents or leading 
producers, enrolled for ‘‘The Door- 
way to Life Underwriting’ during 
the first three weeks following its 
announcement. 





To HELP AGENTS 
GET RESULTS 


N? life underwriter can afford to be baffled by his 
prospect’s questions or objections when closing 
a sale, nor can one become successful in a chosen 
field without fundamental training—and surely, no 
one knows so much that he cannot learn more. 

It is the aim of Northwestern National to facilitate 
the work of its representatives, old and new, through 
its new educational course, “The Doorway to Life 
Undervwriting.”’ The course is composed of a series 
of five compact booklets dealing with different phases 
of the life insurance business. Its purpose is two- 
fold: to help the new agent get immediate results 
from his work in the field; and to give the experi- 
enced man a review of the fundamentals of life 
underwriting so that he may benefit from them. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, pacswenr 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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Funeral Policy Competes 
with Undertakers 





Legal Reserve Contract Issued by 
Liberty National Life Ex- 
plained by Secretary 


BIRMINGHAM, ALA., Nov. 25.—Notice 
that Liberty National Life of Birming- 
ham, Ala., is writing a funeral policy 
has attracted much interest among 
companies writing industrial risks and 
brought a number of inquiries as to 
the layout of the policy. These policies 
are written on a legal reserve basis 
and provide for a funeral of the value 
of $150 to be furnished by an under- 
taker under contract with the com- 
pany. In addition, the remaining cash 
value of the policy is paid to the 
beneficiary, the amount depending on 
the age of the insured at the time the 
policy was taken out. The weekly pre- 
miums also vary according to the age 
of the insured. 

The weekly premium for ages 16 to 
20 years is 15 cents, 20 to 30 years, 
20 cents; 30 to 40 years, 25 cents; 40 
to 50 years, 30 cents, and 50 to 60 
years, 40 cents. The premium is con- 








Life Presidents Reminded of 
Army-Navy Game 





Annual Convention in New York 
to Precede Football Match 
for Unemployed 


Executive chairs in life insurance 
offices throughout the country may be 
vacant a day longer than usual the 
second week in December when the As- 
sociation of Life Insurance Presidents 
holds its yearly convention here, owing 
to the fact that the Army-Navy foot- 
ball game for the unemployed is sched- 
uled for Dec. 13, the day following the 
conclusion of the conference. About 
500 insurance heads and insurance 
supervising officials from all over the 
United States who are expected to at- 
tend the gathering and possibly remain 
here for the game, will receive tomor- 
row the following association bulletin: 

“In view of the recent announce- 
ment that the Army and Navy football 
game will be played in New York on 
Saturday, Dec. 13, it is suggested that 
out-of-town members who have made 
reservations in contemplation of their 
attendance at the Association’s Annual 
Convention and who anticipate remain- 
ing in New York beyond Friday, the 
12th, arrange for a definite extension 
of their hotel reservations. The at- 
tendance at the Army and Navy game 
will probably largely increase the de- 
mand for hotel accommodations over 
the week-end. 
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siderably higher for persons above 60. 
The cash value over and above the 
$150 funeral varies as follows: for 11 
years, 288; for 21 years, 244; for 31 
years, $205; for 41 years, $150, and 
for 51 years, $114. 

“When we entered the industrial 
field by reason of the acquisition of 
the industrial department of the Citi- 
zens Life, of Huntsville, Ala., we found 
the chief competition the industrial 
companies were meeting in Alabama 
was from the so-called funeral homes,” 
said Frank P. Samford, secretary of 
Liberty National, who spent much time 
in working out the company’s policy. 
“We have a law in this State that 
authorizes an undertaker to issue a 
burial certificate upon which premiums 
are payable weekly and for which the 
undertaker promises to give a funeral. 
These associations are not required to 
maintain the proper reserves by law, 
although most of them are issuing 
limited payment policies. 

“Our study cf the situation brought 
to light the fact that all industrial 
companies provide that they may pay 
the undertaker the proceeds on an 
industrial policy and thereby be re- 
lieved of liability to the beneficiary. We 
therefore decided that we could bring 
out a legal reserve policy and compete 
with the burial societies in Alabama. 

In order to forestall the possibility 
that the company might have to “go 
into the undertaking business,” the 
right is reserved to pay the beneficiary 


the $150 in cash instead of furnishing. 


a burial service of this value. The 
company also retains the right to can- 
cel its contract with an undertaker 
and enter into an agreement with an- 
other, but the insured may elect in that 
case to have the $150 paid to the bene- 


ficiary. 





AS WE SERVE 
WE PROGRESS 


Insurance in Force 
1923 One Billion 
1927 One Billion and a Half 


1930 Two Billions 





Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 


Organized 1851 
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Going to Join 
the Country Club 
This Year? 


Too expensive? Not if 
you’re a man of ability. 
Not if you are of the 
caliber that responds to 
Cordial Co-operation. 


There is the keystone of 
Commonwealth | success. 
Co-operation — home 
office members and 
agents in the field 
working to- 
gether for a com- 
mon cause — the 
satisfaction of their 
clients and the ad- 
vancement of them- 
selves. 



















Every agent is 
backed by the 






whole organi- 
zation and so 
enabled to give 
unusual ser- 
vice, to make un- 
usual profits. 













Renewal com- 
missions alone make 
it possible for some of 
our agents to retire on 
comfortable incomes; it 
enables them all to live 
full, enjoyable lives. 










Investigate Com- 
monwealth and take 
your first step toward the 
Country Club goal. 





COMMONWEALTH 


LIFE INSURANCE C0. 
LOUISVILLE, KY. 


Life Insurance 











LOYALTY -GROUP 


JANUARY 1, 1930 STATEMENTS 





BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCH.BALD KEMP, 2d Vice-President 
FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY SURPLUS 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, Presiden joe KAY, Vice-President 
A. Ei. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 
— rae HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 24. VieePret 


MECHANICS INSURANCE Co. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 


BASSETT, JOHN KAY, Vice- 
A. H. HASSINGER. Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


SUPERIOR FIRE INSURANCE CO. 
$ 5,073,876 $ 3,061,200 $ 1,000,000 $ 1,012,676 $ 2,012,676 
W. E. WOLLAEGER. Presiden snaraslinpcaehdatortnnnypcaletaundls JOHN KAY, Vice-President 
H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d ‘Vice-Pres’t 


CONCORDIA FIRE INSURANCE CO. 
$ 5,564,987 $ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 


CHARLES L. JACKMAN, Presiden NEAL BASSETT, Vice-President 
JOHN KAY, Vice-President ~ H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CAPITAL FIRE INSURANCE CO. 
$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 


NEAL BASSETT, Chairman of Board 
CHAS. P va BR yare Beg ’ JOHN KAY, Vice-President 
GER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


MILWAUKEE MECHANICS’ INSURANCE CO, 
$13,045,126 $ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 


NEAL BASSETT, Chairman of Board 





























4. ore ROWE, Presiden S. WM. BURTON, Vice-President 
J. C. HEYER, Vice-President EARL R. HUNT, Vice-President WM, P. STANTON, Vice-President 5S. K. nn Vice-Presiden' 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


METROPOLITAN CASUALTY INSURANCE CO. 
$14,945,383 $10,320,195 & 1,500,000 $ 3,125,187 $ 4,625,187 





NEAL BASSETT, Chairman of Board 


Cc. W. FEICENSPAN, Presiden W. VAN WINKLE, Poe ar en 
E. C. FEIGENSPAN, Vice-President JOHN KAY, Vice-Presiden 
A. H. HASSI NGER, Vice-President WELLS T. BASSETT, V: Vice-President 


COMMERCIAL CASUALTY INSURANCE co. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


$49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMEN} PACIFIC DEPARTMENT 








844 Rush Street, Chicago, IIL 10 Park Place San Francisco, California 
H. A. CLARK, Manager Newark, New Jersey 60 Sansome Street 
Ass’t Managers CANADIAN DEPARTMENT W. W. & E. G. POTTER, Managers’ 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Managers 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 





LOYAL TO PRINCIPLE—TO LOYAL AGENTS. LOYAL 
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Camden’s Collision 
Form Explained 





Company Disclaims Any 
Connection with Automo- 
bile Underwriters Form 





Statement to Press 





“Camden Plan” Ceased When 
Association Failed to Approve; 
Company Retains Faith in It 


A statement from the Camden Fire 
Insurance Association relative to par- 
ticipating collision insurance sets 
aright published reports that the plan 
recently approved by the National Au- 
tomobile Underwriters Association is 
the “Camden’s plan.” Neither, accord- 
ing to Assistant Secretary Wm. John 
Wood, who signed the statement, is it 
the Camden’s original plan with cer- 
tain changes which they recommended 
for approval. ‘Aside from the fact 
that our endorsement form was copied,” 
the statement says, “we deny all re- 
sponsibility for the plan as it now 
stands.” 

“The chief difference between the 
two plans,” Mr. Wood’s statement goes 
on to explain, “lies in the rating basis, 
but this difference is so great we doubt 
that the approved plan is salable. In 
writing Participating Collision cover- 
age as an experiment, because we do 
not approve of the 50 per cent Reten- 
tion form, we charged 50 per cent of 
the Full Coverage rate and the assured 
retained the remainder for the pay- 
ment of small collision repair bills 
until that sum was used up, and then 
the protection automatically became 
Full Coverage. The plan approved by 
the National Automobile Underwriters 
Association requires an initial payment 
of 62% per cent of the Full Coverage 
rate and a like percentage participa- 
tion or absorption of losses, thus mak- 
ing the eventual cost of Full Coverage 
125 per cent of the manual rate.” 

Mr. Wood’s statement goes on to cite 
the history of the subject and explains 
that the Camden disapproved of the 50 
per cent retention collision endorse- 
ment which was approved by the Texas 
Board of Insurance Commissioners 
some three years ago. The company de- 
clined to write the form because it be- 
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SPRINGFIELD F. & M. AND 
STANDARD ACCIDENT ISSUE 
JOINT POLICY 


George G. Bulkley, president of 
the Springfield Fire & Marine 
Insurance Co., has announced 
that an alliance now exists be- 
tween the latter company and its 
affiliates and the Standard Acci- 
dent Insurance Co. of Detroit, 
whereby facilities will be offered 
agents of both companies to is- 
sue combined automobile policies. 
President D. M. Ferry, Jr., and 
Vice-presdient Paul M. Bowen of 
the Standard are directors of the 
Michigan Fire & Marine of De- 
troit, one of the Springfield’s sub- 
sidiaries. This closer business as- 
sociation is particularly pleasing 
to the officers of both organiza- 
tions, President Bulkley Says. 











lieved that it compelled the insurer to 
receive full premiums on only unde- 
sirable risks and only half premiums 
on desirable risks. The company sub- 
sequently developed its own form which 
it found satisfactory from both a sell- 
ing and underwriting point of view. 

The Camden’s statement says that 
it joined the National Automobile 
Underwriters Association in 1930 with 
the understanding that their partici- 
pating collision form would be given 
warranted consideration along with 
other special forms but when it was 
not approved or included in the man- 
uals, the company lodged a_ protest. 
When the board of directors of the as- 
sociation ruled against them the com- 
pany had two alternatives: resign from 
the association or cease writing the 
form. They chose the latter as a mat- 
ter of principle and at a great sacri- 
fice. The company still believes in its 
original plan and predicts that the 
association will have to change certain 
aspects of the present form if it ever 
is to become salable. 


Tennessee Agents Meet 

Trends the insurance business in 
Tennessee will take in 1931 were re- 
flected at Memphis, Tuesday and 
Wednesday, at the 1930 convention of 
the Tennessee Association of Insurance 
Agents. More than 200 fire, casualty 
and surety underwriters from all parts 
of the State were present. 


Federation’s Plans for 
Astor Week 


Wm. B. Bailey and Dr. 
David McCahan Speak 
on Major Issues 








F. T. B. Martin to Preside 





J. E. Edgerton, President of 
National Manufacturers, Is 
Dinner Speaker 


Two topics of major importance will 
have the attention of those attending 
the sixteenth annual meeting of the 
Insurance Federation of America, to 
be held at Hotel Astor, New York, on 
Monday, Dec. 8. William B. Bailey, 
economist of Travelers Insurance 
Company, will discuss unemployment 
insurance at the afternoon session, and 
David McCahan, Wharton School of 
Commerce of the University of Penn- 
sylvania, will follow with a discussion 
on State Insurance and the Automo- 
bile Problem. Dr. McCahan is the au- 
thor of a widely read text on “State 
Insurance in the United States.” 


The meeting will again serve to set 
annual Insurance Week in New York 
in motion. The program opens at ten 
o’clock, Monday morning, with an ex- 
ecutive meeting of the Board of Trus- 
tees, officers and Advisory Committee. 


The general session begins at two 
o’clock in the afternoon with Presi- 
dent Frank T. B. Martin of Omaha 
presiding. Following roll call and rou- 
tine business, President Martin will 
give his annual address, and the re- 
ports of William Brosmith, chairman 
of the Advisory Committee; W. G. 
Curtis, treasurer, and John T. Hutch- 
inson, secretary, will be heard. Dr. 
Bailey will then give his opinions on 
unemployment insurance, a topic which 
he has studied carefully and one of 
great importance to the insurance busi- 
ness. 


One of the few public appearances 
of Dr. McCahan, whose celebrated 
textbook on State insurance is the 
finest work of its kind ever compiled, 
will follow. Dr. MecCahan will discuss 
various types of compulsory automo- 
bile insurance in connection with the 
State Fund movement. 


Fire Insurance 























THE WHITE FIREMAN* 


prevents fire loss by recommending fire walls 


Exposure or communicated fires cause the careful 






to suffer for the sins of the careless. A valuable 










weapon of defense against this peril is the fire wall. 








% See the North America advertisement in The Satur- 
day Evening Post, Nov. 29; Literary Digest, Nov. 
29; The Business Week, Nov. 26; Time, Nov. 24. 


















WorkING with its agents in building a 
closely-knit, efficient organization, the United 
States Fidelity and Guaranty Company con- 
tinues an uninterrupted successful growth. 


A fair attitude toward settlement of claims 
is productive of a high regard and good-will 
among both agents and assureds. 

Through the Fidelity and Guaranty Fire Cor- 
poration, you can write fire, automobile, tornado 
and allied lines, in addition to specialty lines. 





ALL RISKS FUR INSURANCE 


Rate $2.00 per $100—Minimum Premium $8.00 
Also 


GENERAL COVERAGE POLICY 


Rate $2.00 per $100—Minimum Premium $2.00 


UNITED STATES FIDELITY 
AND GUARANTY 











COMP ANY applying to articles or garments of Fur, Cloth or Leather 
against all risks of Fire, Lightning, Burglary, Holdup, Theft and 
BALTIMORE - . MARYLAND —— risks, in the home or elsewhere in United States and 
nada. 
ALLIED COMPANY A. F. SHAW & CO., INC. 
FIDELITY AND GUARANTY a Se = Site ine 


FIRE CORPORATION 


General Agents—All Risks Department 
Saint Paul Fire & Marine Insurance Co. 
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SERRE ALES BO 


Suggests Agents Refuse Patronage 
to Self-Insuring Corporations 
Speaker at Illinois Brokers Meeting Sees No Reason 


Why Insurance Producers Should Contribute 
to Welfare of Such Corporations 


CHICAGO, Nov. 24.—A competitive 
weapon of outstanding effectiveness 
for the use of the nation’s insurance 
agents and brokers in their fight 
against the cooperative insurance car- 
riers, whose method of operation is a 
direct attack against the agents and 
brokers, was suggested here last week 
—a campaign of patronage loyalty for 
the industries which support the prin- 
ciples of stock insurance. The sugges- 
tion was made by Randolph Buck, 
manager of the Western Factory In- 
surance Association, in a discussion 
of the recent defection of the Chrysler 
Corporation line to fire insurance 
mutuals before the Insurance Brokers 
Association of Illinois. 

Mr. Buck’s proposed campaign of 
loyalty, which would be manifested by 
the brokers and agents buying the 
products of the industries and manu- 
facturers which support stock com- 
pany insurance, and at the same time 
recognize the important service ren- 
dered by the agents and brokers, was 
not suggested in a spirit of retaliation 
or boycott. But he frankly pointed out 
that the net result would be that those 
affiliated with stock company insur- 
ance would not contribute to the wel- 
fare of non-conforming industries 
by purchasing their products. 

“The Chrysler matter in itself is of 
no importance, but it typifies a trend 
as to big business,” Mr. Buck said. 
“The difference between the mutuals’ 
estimated cost and the stock com- 
panies fixed cost often is represented 
by the commission of the broker or 
agent who develops the business and 
who must service it after the line is 
underwritten by his companies. 

“The stock insurance companies 
must have some margin of profit, no 
matter how narrow, and then they 
must add the expense of distribution. 

“T have been on the firing line in the 
competition with mutual insurance 
companies for twenty years, and it 
now has reached the point where it is 
a struggle for supremacy. 

“My objection against the individual 
company or person who transfers his 
line of insurance to a mutual is not 
the matter of cost, but in almost every 
case the assured at once becomes a 
salesman in competition with you. It 
is like a person who is converted to a 
religion and who immediately takes the 
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attitude that all other religions should 
be abolished and all persons join his. 
Just recently, when I was about to 
write a line which for many years had 
been written in mutuals, the treasurer 
of the corporation concerned declared 
that he did not object to taking the 
line from the mutuals, but he was 
deeply concerned as to how he could 
face the large number of other con- 
cerns which he had persuaded to place 
their lines in mutual companies. 
“The force that has lain dormant 
is that of the buying power of the 
persons affiliated with stock insurance, 
which force has never been crystal- 
lized. It is not necessary that we 


* should be influenced by a spirit of re- 


taliation or boycott, but does it not 
accomplish the same purpose if we will 
go on record, individually and collec- 
tively, that we will patronize only 
those who subscribe to our principles? 
I am sure that it will be used in a 
spirit of loyalty. 

“T am informed that the difference 
in premium between the mutuals and 
stock companies on the Chrysler line 
was approximately $50,000 over a 
three-year period, or about 15 per cent 
over the mutual cost. I have estimated 
that should this action cause the loss 
of sale of only 200 automobiles, it 
would represent the saving made in 
the insurance, which would cost the 
Chrysler Corporation $150,000 in three 
years. 

“Retaliation is undignified, but loy- 
alty is the greatest attribute a man 
may possess.” 

In introducing Mr. Buck, Frank P. 
Lavin, president of the brokers’ asso- 
ciation, declared that it was his inten- 
tion not to purchase any Chrysler 
product. 

Announcement was made that plans 
for a national association of full time 
insurance brokers are rapidly formu- 
lating, and that the idea has been in- 
dorsed by both the New York and San 
Francisco associations, and that these 
two have requested the Illinois asso- 
ciation to proceed with the work of 
organization. Arthur Gallagher is in 
charge of the special committee, while 
Arthur Schwartz pointed out that the 
national association could wield in- 
fluence in the regulation of brokerage 
commissions, assist the State commis- 
sioners in abolishing evil practices, 
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F.. Wiley--Ball President of 
Oklahoma Insurors 





State Association, in Annual Con- 
vention, Protest Promiscuous 
Appointing of Agents 

OKLAHOMA CITY, OKLA., Nov. 21.— 
Cooperation with the American Auto- 
mobile Association in its program for 
the adoption of uniform traffic laws, 
promotion of safety, and general con- 
venience and service to the motoring 
public, are pledged in_ resolutions 
adopted by the Oklahoma Association 
of Insurors in their annual convention 
held in Shawnee, November 18 and 19. 
Resolutions adopted by the national 
convention at the recent meeting in 
Dallas, Texas, were indorsed. 

In an address by F. Wiley Ball, Okla- 
homa City, in describing as a chaotic 
condition some phases of the insurance 
business, it was pointed out that some 
companies were planting with property 
owners and other people not entitled to 
engage in the insurance business; con- 
ditions which have been brought about 
by the promiscuous planting of agents 
by non-affiliated companies, was one 
source of the unfavorable situation. 

In the light of this, the Oklahoma 
Association adopted a resolution in- 
dorsing the recent action of the Okla- 
homa City association “in forcing the 
limitation of agents to one policy writ- 
ing agent per company for Oklahoma 
City.” 

Officers of the state association for 
the next year are: F. Wiley Ball, Okla- 
homa City, president; Charles Wilson, 
Ardmore, vice-president; Ancel Earp, 
Oklahoma City; V. V. Sills, Ponca 
City; Joe Frates, Tulsa; M. E. Will- 
iams, McAlester; O. C. Covington, 
Shawnee, members of the executive 
board. 


Chicago Insurance Club 


The Insurance Club of Chicago 
elected four directors, at its November 
meeting, as follows: Benjamin Rich- 
ards, Underwriters Service Association 
and John F. Stafford, Sun Insurance, 
past presidents, Fred G. Krueger and 
G. A. Mavon. In order to aid the mem- 
bership campaign now under way the 
club voted to suspend its initiation fee 
until Jan. 1. 








investigate fictitious fleet plans and 
combat mutual fire insurance. He 
estimated that 20 per cent of all 
Illinois fire commissions go to illegiti- 
mate collectors. 

A qualification law for brokers in 
all States, especially in Illinois, was 
advocated. 


Fire Insurance 











BROOKLYN Fire INSURANCE COMPANY 





MERCHANTS AND MANUFACTURERS 
Frere INSURANCE COMPANY 
Newark, N. J. 
(Chartered 1849) 

Capital, $1,000,000.00 


AMERICAN EQUITABLE ASSURANCE INDEPENDENCE FIRE INSURANCE 
ComMPaANy oF NEw YorkK CoMPANY 
Capital, $2,000,000.00 Philadelphia, Pa. 


Capital, $1,000,000.00 
Bronx Fire INSURANCE COMPANY 
OF THE City oF NEw YorK 
Capital, $1,000,000.00 











New York Fire INSURANCE COMPANY 
(Incorporated 1832) 
Capital, $1,000,000.00 


INDEPENDENCE INDEMNITY COMPANY 
Philadelphia, Pa. 
Capital, $1,250,000.00 





Capital, $1,000,000.00 








REPUBLIC FIRE INSURANCE COMPANY 
oF AMERICA 
Pittsburgh, Pa. 
(Incorporated 1871) 
Capital, $1,000,000.00 





Giose INSURANCE COMPANY 
OF AMERICA 
Pittsburgh, Pa. KNICKERBOCKER INSURANCE COMPANY 
(Incorporated 1862) or NEw YorK 
Capital, $1,000,000.00 Capital, $1,000,000.00 





Pusiic CONFIDENCE IN INSURANCE 
Is Greater 





activity of agents, moreover, 1s greater 
than ever. One effect is that insurance 
has entered upon an era of comparative 
good will in its public relations. 

In one sense this result is not sur- 
prising, when we think of the whole- 
hearted and continuous conservation 
effort of both fire and casualty insur- 
ance to save life and property. But we 
have been slow to impress that work 
upon the public. 

Yet we find an improved attitude. 
It is reflected by more frequent use of 
the word insurance. For example one 
can hardly pick up an issue of one of 
our national weekly or monthly publi- 
cations without finding some product 
or other advertised as “insurance” 
against this or that. It indicates that 


OW shall insurance sell a 
H greater volume? How is it to 

meet the needs of business men 
for an increased- assumption of their 
risks by insurance? 

These questions will be answered 
chiefly by producers. The time was 
when insurance did not concern itself 
about some valuable helps to the sale 
of insurance which are now employed. 
The business worried little about pub- 
lic relations and did little to make them 
more favorable. Much of the culti- 
vation that was done was carried on 
by the agents through their activities 
in local affairs. 

But in late years there has been an 
awakening, and more has been accom- 
plished than we may realize or even be- 


lieve. All over the country a campaign 
to sell stock fire insurance is being con- 
ducted in the daily newspapers. The 





advertisers and the public in general 
are looking upon insurance more and 
more favorably. 








CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 
Manager 


92 William Street 


New York, N. Y. 
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Penn Federation Holds 
Mid-Year Meeting 


State Senator Promises to 
Safeguard Companies in 
Compulsory Bill 








Ludlum on Taxation 





Otho E. Lane and Wm. M. Good- 
win Lead Discussions of Fire 
Insurance Council 


PHILADELPHIA, Nov. 24.—In the event 
a compulsory auto liability insurance 
bill is introduced in the forthcoming 
session of the Pennsylvania Legislature 
and does not “provide a solution of 
some of the problems that work hard- 
ships on casualty companies,” then the 
bill will die in committee and will not 
go before the Senate, State Senator 
James E. Norton, chairman of the Sen- 
ate Insurance Committee in the 1929 
Legislature, told the large attendance 
present at the mid-year meeting of the 
Insurance Federation of Pennsylvania. 


Senator Norton was the principal 
speaker at the luncheon which opened 
the meeting held last week at the Ben- 
jamin Franklin Hotel. In discussing 
the compulsory insurance bill, he quoted 
former Insurance Commissioner Tom 
Donaldson to the effect that such a 
bill was not needed, but that what was 
needed was a law to curb reckless driv- 
ing. He said that he was strongly 
opposed to State participation in in- 
surance, and that if. he had his way, 
Pennsylvania would: be out of work- 
men’s compensation. 

William H. Kingsley, president of 
the Pennsylvania Federation, was 
chairman at the luncheon. Following 
the luncheon, three advisory councils 
—fire,. life and casualty—were held 
with open discussion from the floor fol- 
lowing each talk. 


Otho E. Lane, president of the Fire 
Association Group, was chairman of 
the fire insurance advisory council. 
William M. Goodwin, of Bethlehem, who 
acted as secretary of the council, was 
also the first speaker, discussing the 
subject of “Excessive Water Charges 
on Automatic Sprinklers.” He brought 
out that there was a total lack of uni- 
formity in the schedule of charges and 
presented figures to support his charge 
of excessive charge for water. 

Clarence A. Ludlum, former vice- 
president of the Home, who followed, 
discussed the overtaxation of insurance 
companies and remarked that the best 
the companies could do was to keep 
hammering home the facts in the hope 
that “if we can’t cure, we can arrest 
the development of the malady.” 
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Bank Failures Hardship to 
Insurance Agencies 





North Carolina Assureds and 
Agents Carried Accounts in 
Closed Banks 


ASHEVILLE, N. C., Nov. 22.—The clos- 
ing of fifteen banks in western North 
Carolina within the last four days has 
played havoc with insurance agents, 
and in some instances has worked a 
real hardship on insurance companies. 


The failure of the Central Bank & 
Trust Company, of Asheville, on Thurs- 
day carried with it the collapse of one 
of the largest bank agencies writing 
fire and casualty insurance in the State 
of North Carolina. Practically every 
company represented in the agency had 
a field-man on the job Friday. Checks 
cleared through the banks which had 
been tendered for payment of pre- 
miums, and checks the agency had sent 
the companies, are involved. In addi- 
tion, many assureds who carry their 
accounts in the bank will be unable to 
meet premium payments because of the 
bank’s failure. 


Other agencies in Asheville advised 
a representative of THE SPECTATOR that 
they would make a prompt effort to 
collect all premiums, as they could not 
afford to have the assureds tell them 
that they could not pay their premiums. 








Facwe 


Gnsurance Company, 


Red Cross 


Your clients and pros- 
pects should support the 
American Red Cross. By 
the same logic they 
should be eager insur- 
ance buyers. The princi- 
ples of both are the 


same: contributions from 


many sources to prevent 
a heavy financial burden 
from falling on individu- 
als already under severe 
strain. 
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An efficiently 
operating unit 
serving Amer- 
ican foreign in- 


terests. 





C OMPLETE world-wide 
representation, with central 
headquarters of the A. I. U. 
services in New York, repre- 
sents the single insurance unit 
affording the conveniences of 
American coverage in the for- 


eign field. 


The conveniences of such an 
organization, both in placing 
insurance and arranging loss 
settlement negotiations, offers 
you an additional field for 
profitable operations. 


If any of your clients are es- 
tablished in the foreign field, 
remember, it is just as conve- 
nient for you to handle their 
foreign business as it is to 
place their local insurance. 


We will be glad to offer you 
every assistance in developing 
this new field. When it’s a 
question of foreign insurance, 
do not hesitate to consult our 
staff. 








... AMERICAN ... 

INTERNATIONAL 

UNDERWRITERS 
CORPORATION 


80 WILLIAM ST. NEW YORK 
JOHN 5477 











Fire Insurance 



















1824 1930 





Over a Century Old 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 












an _— HE LONDON & LANCASHIRE 


} Aaa «a INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 


) LONDON & 


fay LANCASHIRE \. 
f INSURANCE Ce ¥ New York Departmens: 


eo OF 85 John Street 


Eastern Department, Hartford, Conn. 


sa 
ative 


Germanic Fire Insurance Company 
of NewYork 
122 E. 42nd Street New York City 


NORMAN T. ROBERTSON, President 
STATEMENT, as of June 30, 1930 


CAPITAL ...cccccccccccccvccccsccccs $1,000,000 
ADMITTED ASSETS .......--+seeeee% 2,770,676 
SURPLUS TO POLICY HOLDERS...... 1,795,018 


Germanic Representation on Agency Asset 

















Insurance 
In Force 
Over 
$157,000,000 


Harry L. Seay, 
President 


V. P. & Treas. 
H. B. Seay, 
Vice President 
P. N. Thevenet, 

V. P. & Secty. 
P. V. Montgomery, 
V. P. & Actuary 
A. C. Bigger, 
Vice President 






BOUTHLAND LIFE INSURANCE-| wid (COMPANY S 


HOME OFFICE DALLAS 
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Great American 
Insurance Company 


New Pork 


INCORPORATED -1872 
HOME OFFICE., One Liberty Street NEW YORKICITY 


WESTERN Dept. 310S. Michigan Ave. CHICAGO, ILLINOIS 
PACIFIC Dept., 233 Sansome Street, SAN FRANCISCO, CAL. 


POLICIES ISSUED TO COVER 
Fire, Lightning, Tornado, Windstorm, Hail, Explosion, 
Rents, Profits, Commissions, Automobiles, Motorcycles, 
Leasehold, Marine, War Risk, Hulls, Cargoes, Inland 
Marine, Inland Transportation, Floaters, Registered Mail, 
Mail Package, Tourist Baggage, Sprinkler Leakage, Use 
and Occupancy, Earthquake, Riot and Civil Commotion: 


AFFILIATED INSURANCE COMPANIES 
American Alliance Insurance Co. 
New York, N. Y. 


American National Fire Insurance Co. 


Columbus, O. 


County Fire Insurance Company 
Philadelphia, Pa. 
Detroit Fire & Marine Insurance Co. 








Detroit, Mich. 
Massachusetts Fire & Marine Ins. Co. 
Boston, Mass. 
Mount Royal Assurance Co. (Canada only) 
Montreal, Canada 
North Carolina Home Insurance Co. 
Raleigh, N. C. | 


Rochester American Insurance Ce. 
New York, N. Y. | 


Great American Indemnity Co. : 
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New Jersey News and Comment 


HE first installment of the Bergen 

County rate cards, under the new 
system of the Schedule Rating Office, 
has been distributed among the various 
agency offices. The labor of trans- 
ferring from the old rate books and 
checking up errors, corrections and ad- 
ditions to date, has been a tedious job 
and, although long delayed in comple- 
tion and delivery, the change is gladly 
welcomed. 

Of the eight groups which embrace 
the entire county—some seventy locali- 
ties—Nos. 1 and 7 are represented in 
the first distribution. These divisional 
cards eliminate the ratings of old vol- 
ume No. 8, which included a list of 
specifically rated risks in Cliffside 
Park, Edgewater, Englewood, Engle- 
wood Cliffs, Fairview, Fort Lee, Leo- 
nia, Palisades Park, Ridgefield, Ber- 
genfield, Bogota, Dumont, Harrington 
Park, Haworth, Little Ferry, Moonar- 
chie, Ridgefield Park and Teaneck. 

The general text and form of the 
new rate cards is similar to that long 
in use in New York and other large 
cities, and will be found highly accept- 
able for quick and accurate service. 

* * * 

The newly appointed executive com- 
mittee of the Bergen County Associa- 
tion of Insurance Agents consists of 
President Edward M. Schmults of 
Ridgewood; first vice-president, Carl 
R. Bloecher of Rutherford; second vice- 
president, George Zimmermann of Carl- 
stadt; secretary-treasurer, Ira W. 
Kelsey of Hackensack; Alan V. Living- 
ston of Englewood, Alfred Christie of 
Bergenfield and C. J. Kirkland of 
Leonia. 

es -* 2 

Latest information regarding the 
important suit of O’Gorman v. Young, 
now pending in the Supreme Court, 
is that an opinion may be expected 
within a few weeks. The case is up 








Texas Losses Lower 


AusTIN, TEX., Nov. 24.—According 
to the report of J. W. DeWeese, State 
Fire Insurance Commissioner, the fire 
iusurance loss ratio in Texas in 1929 
was reduced to 0.510 from 0.533 in 
1928, there being a decrease of 6 cents 
per $100 in the average fire insurance 
rate for the year. 

A total of $30,660,542 was paid in 
insurance premiums to stock fire in- 
surance companies doing business in 
the State, an increase of $743,687 over 
1928, the report showed. 

The decrease in fire losses is atribu- 
table, in the opinion of Commissioner 
DeWeese, to the standardization of 
fire fighting equipment, 


THE SPECTATOR 
November 27, 1930 


now on a rehearing after a previous 
failure to secure a majority decision. 
In view of a recent court decision in a 
Baltimore matter, involving a similar 
contention, the outcome of this reargu- 
ment will be watched with much in- 
terest. 
* * * 

Paul Volcker, the recently chosen 
township manager of Teaneck, has 
started in with a complete and thor- 
ough examination of all public mat- 
ters, among which is that of the pres- 
ent status of the town’s insurance. He 
is working in conjunction with local 
representatives of companies. 


25 


Charles S. Pyle, Bank President, 
Gets Home Service Medal 


In recognition of twenty-five years’ 
representation of the company, Charles 
S. Pyle, president of the National Bank 
of Rising Sun, Rising Sun, Maryland, 
and local agent of the Home Insurance 
Company, was presented with a silver 
medal by State Agent Jerome W. 
Boone. 

Mr. Pyle has been connected with the 
bank for the past forty-one years, and 
has been its president for the last 
eighteen. He is sixty-eight years old 
and remarked upon receiving the medal 
that he had entirely overlooked the fact 
that he had represented the Home for 
so long a time, but was greatly pleased. 
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CONTRE LINCENDIE 
FOUNDED 1896 


STABILITY — the 


Urbaine Fire 
Insurance Co. 


Paris, France 


FUNDAMENTAL 


QUALITY in all branches of insurance. 


STABILITY—not only in assets but in 


policy contracts effected. 


NOTHING 


LEFT TO CHANCE. 


A sound REINSURANCE CONTRACT 
is the added strength to a direct writing 
company’s stability. It makes for expan- 
sion and spreads the policy liability over 
a greater amount of assets. 


This Company transacts a Fire Reinsurance 
business only. 


FESTER. FOTHERGILE . HARTUNG 


United States Manag 


0 William St. 


‘New York City 











Fire Insurance 


EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


| CASUALTY & SURETY 
REINSURANCE 
EXCESS AND SHARE 


Executive Offices: 


84 William Street, New York City — 
Telephone: Beekman 0890 








EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


22 Garfield Place, Cincinnati, O. 


CAPITAL $1,000,000 
+ 


Established 1864 
ee 
AN OLD COMPANY WITH 
AN EXCELLENT RECORD 


—— 


STATE AGENTS 


New York Pennsylvania 
George H. Reuter George A. Reynolds 
P. O. Box 299 901 Columbia Bldg. 
Syracuse, N. Y. Pittsburgh, Pa. 


New Jersey 
John A. Lance 
9 Clinton St. 
Newark, N. J. 














“We want 2,000 copies.. 


.lT WILL BE OUR OFFICIAL TEXTBOOK!” va 





WALTER CLUFF’S 


course of study in 
LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 











Send for this 
Book today. 


Your money 


back if you 
don’t profit 


O wrote the official of 


a large life insurance [UJ 
company after reading §& 


Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 


Based upon the experi- 
ences and experiments of 
many, years educational 
direction of thousands of 


life agents this book is 
being acknowledged as § 


4 TOTAL LIABILITIES EXCEDT CAPITAL 


the best life insurance 
sales manual ever devel- 
oped. 


' THE INSURANCE FIELD 


byreading it! | ices Siw. ses 


Cluff’s new 


' ' 
a eer rr Peery ee : 
(Check here if quantity price : 


RUSH COUPON—— iit Gesirea’) 





CASH CAPITAL 


$3,000,000.00 |}¥% 





NEW HAMPSHIRE 
FIRE INSURANCE CO. 


Manchester, N. H. 
ASSETS $18,.423,52654 


$6.919,223.80 


POLICYHOLDERS SURPLUS 
$ 11,504,302,74 
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A 

Collection 

Letter 
eae 


The Spectator's 
Letter Expert 
Submits a Model 
that Should 
Produce Good 


Results. 


VERY letter a business house 
writes, no matter what the topic, 
should be a sales letter selling an idea 
that engenders good will which is ex- 
pressed in the desired action on the 
recipient’s part; in this case the de- 
sired result is a check to cover a past 
due premium, leaving no sour taste in 
the assured’s mouth. 

Frankly, we do not believe in 
form collection letters although some 
agencies successfully use them. A form 
letter lacks personal friendliness as a 
rule and most men either ignore or are 
irritated by letters whose physical ap- 
pearance and phraseology shows plain- 
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Mr. Thomas Jefferson, 
136 Main Street, 
Johnstown, N. H. 


Dear Mr. Jefferson: 


This is a bid for your cooperation, so frank and 
personal I’m sure you won’t deny me. 

Business is undoubtedly improving but the credit 
situation is pretty tight. Personally I am extend- 
ing my credit resources as far as possible to ease 
the situation—I don’t doubt that you are doing the 
same thing. 

But my credit with my companies is not on a 
long term basis—rather it is short and “pay or can- 
cel.” If you are familiar with the insurance bus- 
iness you know why that is essential. Consequent- 
ly, right now, to square my own accounts monthly 
while extending so much more than normal credit 
to as many clients as possible has become an acute 
problem. 

The only solution is to clean up accounts long past 
due. Yours happens to be one of them—the amount, 
$136.50 is not large, but I am carrying too many like 
it—the date is Aug. 20, probably farther back than 
you realized. 

I am asking you to draw a check for this amount 
and mail it to me as soon as you finish reading my 
letter. It will go right into circulation—you will 
undoubtedly get back your share of it—part of a 
round robin that will put local business back where 


it belongs. 
check. 





Please mail the inclosed statement along with the 


Sincerely, 








ly that they are merely regular forms. 

Above all we deplore tricky or catchy 
form letters. They register in some 
instances to the extent of getting the 
remittance, but no insurance firm can 
take needless chances on the use of 
any collection device that may injure 
the personal goodwill he has built up 
with his clientele—that and the corre- 
lated confidence in him is his biggest 
stock in trade. 

Right now, collections are a bigger 
problem than usual—which is perhaps 
the reason that readers have requested 
a form collection letter. But under 
normal conditions, an insurance agency 


that owns an excessive number of past 
due accounts has its short sightedness 
to blame for its predicament and had, 
best either revise its selling policy or 
install an elaborate and expensive col- 
lection system to offset its selling de- 
ficiencies. 

The letter we are offering is sincere, 
friendly and to the point. It will be 
generally useful while money is tight. 
Thereafter, as the business situation 
improves, a closer selling policy should 
make the need for collections and col- 
lection letters less frequent—they in- 
volve energy and time needed for the 
production of new business. 


Fire and Casualty 
Educational 
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Is the Company Your Cruteh? 


Local Agents Should Appreciate the Assistance 
of Specials in Difficult Cases, but in General 
a Good Rule for Solicitors is “Do It Yourself” 


HE large majority of general in- 
TT" surance agents of the United 

States are a dependent lot, and 
this is not surprising if one considers 
the immense amount of service fur- 
nished them by the companies they 
represent. It is natural for them to 
lean on the specialists who so eagerly 
seek the opportunity to place business 
upon their books at no cost to them 
whatsoever, but it is a dangerous con- 
dition to drift into. 

I know of one casualty company that 
makes an agreement with their agents 
that all they need do is to provide the 
leads and their specialists will do the 
rest. They have trained men in each 
department who actually solicit and 
develop business for their agents on 
this basis. This is ideal for the side 
liner and helps him give expert service 
to the community, but it places him at 
the mercy of the company. Instead of 
training himself in the business, he is 
nothing more than a contact man, and 
ofttimes I have heard such men brag 
that they know very little about in- 
surance, but control facilities for ser- 
vice and contacts that builds up their 
business. 


Personal Effort 


I have always been of the opinion 
that the only way to success is through 
personal effort, consistently and per- 
sistently applied. Any other form of 
success is merely temporary. The 
agent who depends too much on his 
companies for service is weakening his 
own position with his assureds. He 
is not John Jones, the insurance man, 
he is John Jones, agent for the Blank 
Insurance Company, and if the insur- 
ance company decides that Tom Smith 
will provide more for them, poor old 
John Jones is just out of luck unless 
he accepts the terms dictated to him. 
I have seen this happen so often to 
old agencies who have been dependent 
upon their companies for years. And 
you cannot blame the companies for 
their action, because they have earned 
every dollar of the premiums placed 
with them through such an agency, 
and they must protect their future. 


On the other hand, the agent who 


Fire and Casualty 
Educational 





By WILLIAM M. GoopwINn 


realizes the importance of knowing the 
business from A to Z establishes a 
contact with his community that is hard 
to oppose. The people learn to call 
upon him whenever in doubt about in- 
surance problems and know that he 
can give them an answer immediately 
without referring to a company man. 
I admit that it does make an impres- 
sion when an agent brings a stranger 
to call upon the assured to discuss any 
insurance problem, as new faces in a 
small community always command at- 
tention, and, furthermore, the assured 
feels flattered that his business is con- 
sidered important enough to warrant 
a special visit from an officer or repre- 
sentative of the home office. But it 
does not place the agent in a very 
favorable position when a _ stranger 
calls upon him alone and solicits the 
business in the name of the agent. 
Frequently the assured figures that 
some day he may need immediate ser- 
vice, and if the agent is depending 
upon a man in New York or Phila- 
delphia to give it to him, it is rather 
doubtful if he will get it when he wants 
it. 

In my opinion, it is poor policy for 
an agent to depend upon company men 
for solicitation of their accounts, for 
it is bound to break down their con- 
fidence in themselves. The agencies 
that have been built up on service of 
this kind are the easiest in the world 
to compete with. 

There are certain forms of insurance 
that require the aid of a specialist to 
solicit, unless the agent himself hap- 
pens to specialize in that line. Boiler, 
Machinery and Electrical Insurance 
are some of these and Use and Oc- 
cupancy is another. I would never 
think of writing a Use and Occupancy 
account unless a company expert pre- 
pared the data determining the amount 
of insurance to be carried. This saves 
a great deal of trouble in the event 
of a loss. Boiler and Machinery In- 
surance is 75 per cent service and 25 
per cent protection, and therefore re- 
quires much more company contact 
than any other line. 

The companies send us experts on 
Inland Marine Insurance, Sprinkler 
Leakage, Accident and Health, etc., and 


if an agent can arrange to spend some 
time soliciting with them he is in- 
vesting his time to good purpose, even 
if he is not successful in securing an 
order, for you can learn more through 
having this experience than in any 
other manner. One very clever expert 
told me that he did not consider it a 
waste of time if he had not secured 
several orders during the course of his 
solicitations, for his main purpose was 
to bring the subject forcibly to the 
attention of his agent. If he succeeded 
in making the agent concentrate upon 
his subject for a day, he was sure to 
cash in later on. 


The Small Town Problem 


The company solicitor, especially the 
one whose training has been prin- 
cipally in the large cities, cannot un- 
derstand why he does not close more 
cases in the smaller towns, and as a 
result he frequently becomes discour- 
aged. He must realize that in small 
communities it is rare to close an 
account on the first visit. People re- 
quire more time to consider, and as 
they see their agent almost every day 
they cannot understand the reason for 
such a rush. In fact, to urge them too 
persistently makes them suspicious and 
antagonistic. 

The greatest salesman I know has 
over five thousand prospects pending 
at all times, principally in the smaller 
towns in the Eastern United States. 
He travels continually and keeps in 
touch with all of them either by per- 
sonal call or by telephone. And almost 
every day he closes one, disregarding 
general business. conditions. He closed 
one big account recently upon which 
he had been working for twelve years. 
He is successful because he knows his 
game and works hard, continuously and 
persistently, but he spreads his activi- 
ties over a large area and, therefore, 
his persistence is not objectionable. 

As Mr. Edison recently said, “There 
is no substitute for hard work.” | 

The Insurance Federation of Penn- 
sylvania is besieged each October for 
speakers on fire prevention subjects. 
Several years ago we hit upon the idea 
of preparing speeches on this subject 
and urging our members to deliver 
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Frank E. O’Brien 








these speeches themselves. We pointed 
out the fact that a large part of the 
effectiveness and benefit to themselves 
was lost when a stranger was brought 
in to speak upon a subject regarding 
which they were supposed to be very 
familiar. Immediately we had a big 
demand for these speeches, and soon 
prepared addresses on other insurance 
subjects for our members. While we 
still have a heavy demand for speak- 
ers, we know that it has lessened 
somewhat and that hundreds of our 
members are making these addresses 
before their own community, which is 
far more beneficial to them. 


This also carries out our plan of 
permanency in fire prevention work, 
for when a local man makes an ad- 
dress on the subject before his com- 
munity, he establishes himself as an 
authority and thereby creates an in- 
terest in his activities that continues 
throughout the year. 

This is one of the Federation prin- 
ciples—to develop the individual. After 
all, an organization is nothing more 
than a collection of human units, and 
the stronger and more efficient the 
unit, the better and more useful the 
organization. 

So when the opportunity presents 
itelf to appear before your community 
as an authority on any insurance sub- 
ject, “do it yourself,’ and do not 
throw away your chance by requesting 
the service of someone else. People 
who bask in reflected glory may shine 
temporarily, but when the “glory” is 
removed, their day is done. And when 
you solicit insurance, “do it yourself,” 
and you will appreciate far more the 
orders you get through your own 
efforts. 
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Creative Selling 


im Casualty Lines 


[From an address before the Illinois Association of Insurance Agents] 


By FRANK E. O’BRIEN 


Asst. Supt. of Agencies, Fidelity & Casualty Co. of New York 


T this particular time the question 
Re creative salesmanship in the 
casualty business offers the greatest 
possible return for the salesman creat- 
ing needs and developing the personal 
lines rather than devoting his effort to 
the securing of business that has al- 
ready been created. In reviewing some 
of the past work, it seems as though 
we are working in a circle—Agent No. 
1 has a risk for a certain period, Agent 
No. 2 takes it from Agent No. l, 
Agent No. 3 takes it from Agent No. 
2, Agent No. 4 takes it from Agent 
No. 3, and so on around the circle 
until eventually Agent No. 1 secures 
the risk again by taking it back at 
a lower price level than he originally 
received for the risk, and in all of this 
effort nothing has been created. 

In creative selling it is the object of 
the salesman to show the prospect his 
need for protection and fit the protec- 
tion to the need. 

Almost every company has worked 
out a sales talk for its agents to be 
used in the development of the need 
for the coverage that is being pre- 
sented by the salesman. A great many 
special agents and local agents confuse 
these sales talks and get the idea that 
they are canned sales talks when they 
are really planned interviews. You 
must remember that in selling we are 
talking to individuals and not to 
classes. Classes, like the masses, do 
not think. They do not progress. They 
are pushed by the morning newspaper 
and again by the evening newspaper, 
and their decision is the result of emo- 
tions. But individuals think, individu- 
als can be made to think, and they can 
be made to think the way we want 
them to think. Therefore, a planned 
interview is essential to creative sell- 
ing. Other lines of business have used 
planned interviews to good advantage. 
The National Cash Register Company 
was the first organization to develop 
and work out sales talks for their 
salesmen. The Chevrolet Motor Car 
Company, I understand, has expended 
close to $600,000 in order to provide a 
planned interview to its salesmen. The 
salesman who does not take advantage 


of the information and help offered by 
his company is not getting the most 
out of his connection, and I urge you 
to investigate the sales helps which 
are being offered to you, learn them 
and apply them in your own way. 

Take the accident field. This par- 
ticular line has been the foundation 
of many successful insurance accounts. 
Our old method of presenting an ac- 
cident contract was on the basis of, 
“Good morning, Mr. Prospect, I would 
like to sell you an accident policy,” 
and we immediately created sales re- 
sistance by having the prospect tell 
us that he did not want an accident 
policy, he would carry his own risk, 
he never had an accident, and several 
other standard objections. After ana- 
lyzing and giving a great deal of 
thought to the presentation of an acci- 
dent policy, we found that our ap- 
proach was wrong, because we were 
selling before we had created the need 
for the coverage. 

There are five things which must 
take place in the prospect’s mind be- 
fore he has any desire for an accident 
policy, and a planned interview should 
be so arranged that we will develop 
the need for the coverage which we are 
endeavoring to sell. Therefore, the 
first thing that the prospect must ad- 
mit is that his time is his most valu- 
able asset. The second thing is that 
all he now enjoys is the result of his 
earning capacity. The third is that if 
an accident should happen, that earn- 
ing capacity might be destroyed. The 
fourth is that accidents are expensive, 
and generally as the result of an acci- 
dent we have a sharp increase in ex- 
penses and the possibility of a decline 
in earnings, and it is to take care of 
the area between the increased ex- 
penses and the decreased earnings that 
we have a contract which he needs. 
That is a planned interview for the 
development of the need of accident in- 
surance, and a company offering you 
a planned interview worked out on that 
basis is attempting to help you create 
more premium volume for your ac- 
count, and accident insurance is the 
best lead line in our kit of tools. 
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DALLAS... 


capital of the Southwest 






If all the people in the United States were moved to 
Texas its density of population would not exceed that 
of Massachusetts. 













Occupying 14% of the area of the United States the 
Southwest has but 9% of the population. This section 
comprising Arkansas, Louisiana, Oklahoma and Texas 
produces each year more than six billion dollars of new 
wealth . . . . yet its resources are only 15% developed. 














In the heart of this vast and prosperous agricultural 
territory surrounded by mineral resources of incalcul- 
able value is Dallas — focal point of the wealth of the 
Southwest. Strategically located for supplying the needs 
of this great empire, Dallas has become its mercantile 
and financial capital. 













As an insurance center Dallas is one of the most im- 
portant cities in the nation. Eight life insurance com- 
panies and fourteen fire and casualty companies have 
their Home Offices here. One hundred and eighty-six 
agencies operate in this city. 










Naturally enough Dallas is another Key City in our 
nationwide service system stretching from Maine to 
California and from Canada to the Gulf. 










NCEE RRR ERI ree TI 





Here in Dallas you will find one more full functioning 
Branch Office of UNION INDEMNITY COMPANY 
and NEW YORK INDEMNITY COMPANY bringing 
complete insurance facilities and full Home 
Office service to the insurance agents 
of the great Southwest. 









Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 
New York Indemnity Company 













Detroit Life Insurance Company Towa Fire Insurance Company 







Union Title Guarantee Company, Inc. La Salle Fire Insurance Company 


Bankers & Merchants Fire Insurance Company Union Title and Trust Company, W. B. P. 








EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS ae 100 MAIDEN LANE, NEW YORK 
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/HOW’S BUSINESS > 


GOING TO BE NEXT MONTH ® 


i 
; 





SNe 


HIRTY-FOUR ECONOMIC EX- 
"TV nese OF BUSINESS 

PAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 
—HERE PRESENT A COMBINED 
OPINION ABOUT THE COURSE OF 
BUSINESS DURING THE MONTH OF 
DECEMBER. GOVERNMENT AND 
OTHER RECORDS PROVIDE you 
WITH HISTORY OF ~ RECENT 
MONTHS. THIS BOARD OF EXPERTS 
DEALS ONLY WITH THE FUTURE, 
ITS OPINIONS ARE BASED ON CLOSE 
CONTACT WITH THE MORE THAN 
400,000 SUBSCRIBERS REACHED 
BY THEIR PUBLICATIONS IN FAR- 
FLUNG FIELDS OF RETAILING AND 
INDUSTRY. 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc. 


December closes a year that was conceived 
in hope, met disappointment early, became 
frankly disillusioned during the long, dry 
summer, and, when Labor Day failed to 
mark the beginning of a definite recovery, 
resigned itself to patiently waiting for 
something on which to pin a new hope. 


“Safety First’ and ‘‘Save-the-Surface” 
have been the order of the day. Although 
in decided contrast to the slogans of the 
previous year, they have undoubtedly been 
the salvation of the business structure. 


Many retail lines will feel the stimulus of 
Christmas buying, but a large share of 
Christmas expenditures this year will go 
into necessities, or into savings banks al- 
ready swelled with deposits. 


The public that has supported buying with 
such ardor for the past eight years is ap- 
parently taking a holiday from the mar- 
kets and wearing out its present posses- 
sions in anticipation of new goods and new 
adaptations of old goods that have not been 
forthcoming. 


We step across into a new year with a new 
hope that the ingenuity of manufacturers 
and merchants is not dead, and that new 
goods moved by new methods with that 
same vigor that built the great advance 
between 1922 and 1929 will be forthcom- 
ing. Caution has served its purpose. 
What we need now is a little construc- 
tive audacity of the type that has made 
America, America. 


THE COURSE OF BUSINESS FORECAST FOR NEXT MONTH 





BUSINESS 


SALES 


RETAIL STOCKS 


COLLECTIONS 


COMMENTS 





Passenger cars about 


| Passenger cars slightly 





Collections in both lines 


Dealer and consumer at- 





slightig’ 1 ge Ath | less and trucks about about the same in De- tention is now focusing 
AUTOMOTIVE ber than in November. | = ee ee cember as in November, on the new models that 
Passenger cars 35% and | F . oi but somewhat better will go on isplay in 
trucks 15-20% less than | Pehig \ ata less than | than Dec. ’29 January. 
Dec. '29. , 
Should show increase of | About the same as No- About the same as No- “Useful” and utility 
eiap tical 50% over November, but | vember, but 10% lighter vember, and little change items will feature this 
STORES than Dec. '29. from Dec. ’29. year’s Christmas buying. 


about 8% less than Dec. 
29, 








than | 
| 





Se 




















. | Slightly heavier P : : 

Will be better than No- | : Little difference from Christmas buying should 

| November, but appreci- ; edge 
vember, less than Leche lif Sieg November, but lighter be a decided help in in- 
HARDWARE Dec. '29 | oy lighter than Dec. than Dec. ’29. . creasing December sales. 

| 
December should show | Collections will be slow- Intensified year-end 
an increase in writings | er than in November, drives should increase 
INSURANCE in all lines both over but should show an im- the volume over that of 
iia and over Dec. provement over Dec. ’29. previous months. 
Retail collections should 
‘ . P be better, mfr. and whlisr. The retail jeweler does 
JE Will be much greater Will be larger than in collections slower than from one-fourth to one- 
WELRY than in November, but | November, but decidedly | November, and both third of his year’s busi- 
’ | ’ 

generally below Dec. ’29. below Dec. ’29. | classes slower than Dec. ness during December. 
MACHINERY Machinery industries Any general business im- 
METAL December steel output marking time. Machine | provement should force 
PRODUCTS estimated at 40 to 50% tool industry does not | replenishment of present 

METALS of capacity. look for increased busi- | low steel inventories. 

ness before Spring. | 








PLUMBING 
AND 
HEATING 


ecestespeninetiessneesieisenstestsiaen 


SHOES 








Slight improvement will 
continue for the remain- 
der of the year, but be- 
low volume for Dec. ’29. 





Anticipated increase due 
to weather. On a par 
with Dec. ’29. 


About the same as in 
December, but below 
Dec. ’29. 





Increase of stocks over 
November, with slight 
decrease in retail stocks 
from Dec. '29. 


Collections will be slow- 
er than in November, 
but slightly better than 
Dec. ’29. 








Time payment plans of 
selling replacement heat- 
ing and plumbing equip- 
ment developing  busi- 
ness beyond last Spring’s 
expectations. 





Little change from No- 
vember. Retail collec- 
tions slower, merchant 
collections improved over 
Dec. ’29 


Merchants look for a 
large Christmas business 
in slippers and novelties. 
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“Good-By Dolly Gray’ 


is an old timer, but no older than 










some of the methods, ideas and 
practices still found in the casualty 


and surety business. 


We started late, but we’re up early. 


WRITE TO 











FEDERAL SURETY COMPANY | 


“THAT YOUNG COMPANY” 


Home Office Davenport, Lowa | 
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Casualty Actuaries Discuss Current 
Problems in Statistical Field 
Thomas F. Tarbell Elected President at 17th Annual 


Meeting of Casualty Actuarial Society; Standard- 
ization Chief Theme 


Current problems in casualty insur- 
ance statistical work and a report 
based on three years’ research in meth- 
ods of calculating reserves for work- 
men’s compensation insurance domi- 
nated the interest in the seventeenth 
annual meeting of the Casualty Actua- 
rial Society in New York last Friday. 
Characteristically striking was the ad- 
dress of George D. Moore, comptroller 
of the Standard Surety and Casualty 
Company, retiring president. For its 
expert testimony and its content of con- 
structive criticism of statistical prob- 
lems Mr. Moore’s address was roundly 
applauded by fellows and associates of 
the society. A resume of Mr. Moore’s 
talk will be found in another part of 
this issue of THE SPECTATOR. 

Following the presidential address, 
Richard Fondiller, member of the firm 
of Woodward Fondiller and Ryan, con- 
sulting actuaries, and secretary-treas- 
urer of the Society read the minutes of 
the previous meeting and reported on 
meetings of the council. Thomas F. 
Tarbell of the Travelers’ actuarial de- 
partment next offered the report on 
methods of calculating reserves, the 
significance of which seemed to be, in 
the opinion of those present at the 
meeting, that it was an important docu- 
ment which might prove of efficient use 
to companies because of its suggestions 
for improvement. However, because 
of the Society’s non-partisan attitude, 
the report could only be placed on file, 
at the disposal of any person, and or- 
dered printed in the “Proceedings.” 

The latter half of the morning ses- 
sion was taken up with electing new of- 
ficers for the year 1931, and Mr. Tar- 
bell was chosen president, with Roy A. 
Wheeler, vice-president and actuary of 
the Liberty Mutual Insurance Com- 
pany as vice-president. Winfield W. 
Greene, comptroller of the General Re- 
insurance Company was elected second 
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vice-president. Richard Fondiller was 
reelected secretary-treasurer by accla- 
mation, and Robert J. McManus, statis- 
tician of the casualty actuarial depart- 
ment of the Travelers was reelected 
editor, while William Brieby of Fack- 
ler and Brieby was reelected librarian. 

Members of the council were elected 
as follows: Frank R. Mullaney, secre- 
tary, American Mutual Liability Insur- 
ance Company, William Leslie of the 
National Bureau and Harmon T. Bar- 
ber assistant actuary of the Travelers, 
for the three year terms, Joseph Lin- 
der of Woodward, Fondiller and Ryan 
for the two-year term, and Arnette R. 
Lawrence, special deputy of banking 
and insurance for New Jersey for the 
one year term. 

Among the usual ceremonies at the 
annual meeting was the enrollment of 
new associate members and the presen- 
tation of diplomas to members who 
have passed examinations and have 
been admitted as fellows. H. Lloyd 
Jones, comptroller of the London Guar- 
antee and Accident Company was the 
sole associate member admitted by elec- 
tion this year. Diplomas were present- 
ed to the following: John W. Ainley, of 
the Travelers; T. O. Carlson of the Na- 
tional Bureau; J. Bryan Glenn of the 
Travelers and F. S. Perryman, actu- 
ary and assistant secretary of the 
Royal Indemnity Company. 

The following men were admitted to 
the Society on the basis of successful 
examinations: A. Edward Archibald, 
and John H. Miller, both of Woodward, 
Fondiller & Ryan; Russell P. Goddard, 
of the Travelers; Exequiel S. Sevilla, 
office of the Insurance Commissioner of 
Manila; Robert V. Sinnott, Hartford 
Accident & Indemnity Company; Wal- 
ter F. Sullivan, Associated Indemnity 
Corporation; Walter I. Wells, of Wood- 
ward, Fondiller & Ryan. 

(Concluded on page 39) 





NEW OFFICERS 


At the annual meeting of the 
Casualty Actuarial Society in 
New York last Friday the follow- 
ing were elected: 

President—Thomas F. Tarbell, 
actuarial department, Travelers. 

First Vice-President — Roy A. 
Wheeler, vice-president and ac- 
tuary, Liberty Mutual Insurance 

0. 

Vice-President — Winfield W. 
Greene, comptroller, General Re- 
insurance Co. 

Secretary-Treasurer — Richard 
Fondiller (reelected by acclama- 
tion). 

Editor—Robert McManus, stat- 
istician, Travelers (reelected). 

Librarian—William Breiby (re- 
elected). 











R. R. Brown on Emergency 
Employment Board 





American Surety Executive to 
Direct Aid Among Casualty 
Companies for Jobless 


Various casualty and surety com- 
panies are included in the organiza- 
tion of the Emergency Employment 
Committee, which is pushing a cam- 
paign to raise $6,000,000 for unemploy- 
ment relief in New York, it was an- 
nounced Nov. 12. Seward Prosser, 
chairman of the board of the Bankers 
Trust Company and chairman of the 
committee, stated that R. R. Brown 
of the American Surety Company has 
consented to serve as chairman of the 
casualty and surety companies group. 

Immediate employment, at wages of 
$5 a day, for unemployed heads of 
families in New York during the win- 
ter months, constitutes the committee’s 
relief program. Wages will be dis- 
bursed by the principal family welfare 
agencies in the five boroughs for work 
that would not otherwise be undertaken 
this winter. 

Funds will be sought from indi- 
viduals, from corporations, and in 
smaller gifts from employees who will 
authorize the treasurers of their com- 
panies to deduct a certain amount from 
their pay. 


Casualty, Surety, Ete. 























Answers a Need 


THE NEW AVERAGE LIFETIME POLICY 


of The Great American Life Insurance Company 
(Copyrighted by S. M. Babbit) 


This is a policy covering an entirely new field of service. 


Here are its features: 


(1) provides low rate insurance until regular life can 
be purchased. 


(2) combines all immediate advantages and features 
of ordinary and 20-pay life. 


(3) assures permanent protection at an anticipated and 
guaranteed low rate. 


(4) at a price within the reach of men of limited means. 


For full information about this 
new insurance service write 


S. M. BABBIT, President 





Meeting with Favor Because It 
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Pol. Year 


Souham End of 





Ann. Premium 


$14.38 
GUARANTEED VAL 


Extend. 
ae Term 
~%s Insurance 
6 
fume Yrs. Mos. 
$28 1 2 

42 1 10 
59 2 6 

72 3 2 

84 3 8 
96 4 2 
110 4 9 
121 5 2 
133 5 7 
143 5 10 
152 6 0 
161 6 2 
169 6 3 
175 6 3 
181 6 2 
184 6 1 
188 5 11 
189 5 8 


AVERAGE LIFETIME POLICY, $1,000 
Non-Participating 


Ins. Period 
32 Yrs. Conv. 
Per. 5 to 27 Yrs. 

UES 
Conv. Rates 
——— 
O.L. 20 Pay 
$22.13 $28.95 
22.60 29.25 
23.10 29.57 
23.65 29.94 
24.24 30.34 
24.89 30.78 
25.58 31.28 
26.34 31.83 
27.17 32.45 
28.07 33.13 
29.05 33.90 
30.14 34.76 
31.33 35.73 
32.65 36.82 
34.11 38.04 
35.73 39.43 





Above are shown premium, guaranteed values 
and conversion rates at age 35. We invite your 
attention especially to the conversion rates. 


THE GREAT AMERICAN LIFE INSURANCE COMPANY 


HUTCHINSON 


KANSAS 











ere’s a Solution 
to Your Problem 


116 


O LONGER is it necessary for any 
insurance concern to occupy inferior, inade- 
quate or remote space. 116 John represents the 
new day in insurance offices. Their cost effects a 
notable saving in rental overhead. Investigate! 





Charles F. Noyes Company, Inc. 


Renting and Managing Agent 


225 Broadway, New York BARclay 2000 


~ 


JOHN 
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Report on Casualty 
Lines Complete 





Supt. Behan Soon to Issue 
Volume on 1929 Business 
to Legislature 





Many Increases Shown 





Surplus, Assets, Capital All Swell 
to Large Figures, Compensa- 
tion Income is $205,068,247 


Thomas F. Behan, acting superin- 
tendendent of insurance in New York 
will issue shortly Part III of his 1930 
report to the Legislature, he announced 
this week. This volume deals mainly 
with the casualty or miscellaneous lines 
of insurance and gives abstracts and 
tabulations of the 1929 business of 72 
New York State, 59 other-state and 10 
foreign companies authorized in New 
York; a total of 141 and a net increase 
of 6 for the year. Of these companies 
28 are mutuals of New York and 9 are 
mutuals of other states. 

Of the varied coverages afforded, the 
comparatively recent lines of workmen’s 
compensation and automobile liability 
still stand far in the lead, as for some 
years past, and all automobile cover- 
ages show substantial increases for 
1929, it is revealed. 

Casualty companies reporting to 
New York had on January 1, 1930, 
assets of $1,372,530,599, an increase of 
$87,741,397 for 1929 over 1928. These 
amounts do not include assets of life 
departments of several companies 
which do both life and accident and 
health business. 

Liabilities, excluding capital, 
amounted to $918,475,497 and capital 
invested totaled $185,863,793, leaving a 
net surplus of $268,191,309. There was 
an increase in surplus of $3,712,138 
and in capital of $17,913,768 over the 
previous year. 

The total income for 1929 was $939,- 
889,465, an increase of $49,202,560 for 
the year. Of the total, income from 
premiums was $811,168,113 and com- 
pares with $759,249,960 for 1928 as 
follows: 


1928 1929 
Workmen’s compensa- 

UNNI ar oasis sarc aes $193,064,270 $205,068,247 
Ante TisbRity ...:<.<.06-0 180,181,761 198,970,902 
Fidelity and surety.... 93,768,722 99,952,592 
Accident and health... 85,706,973 91,961,062 


Auto property damage 72,217,447 77,060,681 


Liability (not auto)... 63,064,753 65,705,740 
Burglary and theft.... 34,516,520 35,714,584 
ye eee 12,980,267 12,232,322 
Boiler and machinery... 11,787,101 11,923,347 
Damage and collision 

(NOC BUEO) v.66 cc cess 2,499,911 2,946,290 
Credit and all other 

CHE en bde waeticee 9,462,235 9,632,346 


The total disbursements for 1929 
were $844,611,891, of which amount 
$371,296,055 was for losses and $69,- 
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Nat’! Casualty Adjusters 
Ass’n Suggested 





Chicago Organization Appoints 
Special Committee to Inves- 
tigate Possibilities of Idea 


CuHicaGo, Nov. 24.—A national asso- 
ciation of casualty and surety adjust- 
ers, similar to the International Claim 
Association which is devoted to the 
field of personal accident, was advo- 
cated at the annual meeting of the Cas- 
ualty Adjusters Association of Chicago 
here last week, and a special committee 
was appointed to make a survey. This 
work will be in the charge of H. D. 
Wagner, formerly with the Employers 
Liability, now retired. 

Officers for the ensuing year were 
elected as follows: Robert T. Luce, 
United States Fidelity and Guaranty, 
president; W. F. McNamara, Fidelity 
and Casualty Company, vice-president, 
and B. S. Quigley, Liberty Mutual, 
secretary. 

The proposal for the national asso- 
ciation was made by G. L. Caldwell, of 
the new publication the “Insurance 
Bar,’”’ who charged that the casualty 
companies are putting too much em- 
phasis on the production of business 
and not enough on the problem of 
claims. He declared that the claim 
men are not given equal consideration 
in promotions and company counsels, 
and that the problem of claims now is 
highly specialized. In this respect, he 
urged the training of adjusters to han- 
dle particular lines, not the present 
system of having one adjuster super- 
vise settlements under all lines written 
by the companies. 

H. H. Willoughby, member of the 
Illinois Industrial Commission, made 
the statement that his commission now 
is allowing more lump sum settlements 
than formerly because of the business 
depression and the period of unemploy- 
ment. He declared that such settle- 
ments will aid the persons involved to 
get through the winter. 








310,088 for investigation and adjust- 
ment of claims. The total premiums re- 
ceived by these companies in New York 
State were $223,137,868; total loss 
claims paid in New York, $94,092,538. 

This class of insurance companies 
made a net gain from underwriting 
during 1928 of $17,760,721, as against 
a loss of $9,536,144 during 1929, and a 
total net gain in surplus of $2,210,775, 
as against $60,890,672 during the pre- 
vious year. The present volume in- 
cludes; also, reports of 47 title and 
mortgage guaranty companies with 
assets of $320,189,065; liabilities, $84,- 
756,657; income, $59,126,804; disburse- 
ments, $50,097,388. 


35 





1880 1930 
Golden Jubilee 


of the World’s Pioneer 
in Liability Insurance 


Fifty years ago, not only were there no 
automobiles, no radios, no movies...... 
there was no liability insurance. A need 
for such insurance was brought to the at- 
tention of thinking men when the British 
Parliament passed the famous Employers’ 
Liability Act. Shortly after this act was 
passed, The Employers’ Liability Assur- 
ance Corporation, Ltd., was founded, 
thereby laying the cornerstone for the 
massive structure of liability insurance. 


Today, The Employers’ Liability Assurance 
Corporation, Ltd., together with its affili- 
ated companies, the American Employers’ 
Insurance Company and The Employers’ 
Fire Insurance Company, writes, in the 
United States, practically every kind of 
insurance except life, including fidelity 
and surety bonds. Today’s records show 
that during the past fifty years The Em- 
ployers’ Liability has paid out millions of 
dollars to satisfy claims of/or against its 
assureds. Its hundreds of thousands of 
policyholders, its thousands of agents, 
have come to know the true meaning of 


“THE SERVICE THAT SATISFIES.” 





Practically every kind of Insurance except 
Life Insurance, including Fidelity and 
Surety Bonds. 


110 Milk Street Boston, Mass. 


The Employers’ Liability As- 
surance Corporation, Ltd. 
The Employers’ 

Fire Insurance Company 
American Employers’ 
Insurance Company 


THE WORLD’S PIONEER 
IN LIABILITY INSURANCE 





Casualty, Surety, Etc. 















THE 


Boston Mutual Life Insurance Company 


77 Kilby St. Fag “agg of BOSTON, MASS. 
H. O. EDGERTON, Pres. E. C. MANSFIELD, Sec’y & Treas. 
WILLIAM H. MOODY, Supt. of Agencies 
A corporation organized and operating under the Insur- 
ance laws of Massachusetts. All desirable forms of up- 

to-date contracts issued. 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly 
simple and their benefits SIMPLY PERFECT. 
































Maryland ! ! 


General Agency positions open at 


ROCKVILLE 
WESTMINSTER 


Excellent Territory—Special Direct Contract 
Whole -hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 


BIG OPPORTUNITIES WITH 


Great Republic Life Insurance Company 


OF LOS ANGELES 


This Company has attractive General Agency openings 
in Texas, Missouri, Kansas, New Mexico, Arizona and 
California. Very attractive first year and renewal commis- 
sions and exceptional line of policies. If you have a satis- 
factory record of successful experience and are interested 
in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, 
Vice-Pres., Great Republic Life Building, Los Angeles, Cal. 


Fn 
— nh L HOME FRIENDLY 


Insurance Company of Maryland 
Forty-five One of the Leading Legal Reserve Indus- 





Years of trial Life, Health and Accident Insurance 
Faithful Companies in America. Reliable agents 
Service wanted in Maryland, Pennsylvania, Dela- 


ware and the District of Columbia. 


B. LEO TALLEY, Centre St. & Park Ave. 


Chairman of Board 


CHAS. H.TAYLOR, Pres. | BALTIMORE, MD. 
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Southern Central 


Life Insurance Company 


Writing all regular forms 

of ordinary Life Insur- 

ance, women on same 
basis as men. 


JAMES H. SKEWES 
President 


Rosenbaum Building 
MERIDIAN, MISSISSIPPI 







































“The Best Property You Own” 
A new leaflet by Wm. T. Nash 


A great piece of conservation literature has been written in this 
new leaflet. The message is vivid, convincing and impelling. 
Every policyholder who reads this short message will think 
twice before even borrowing on his insurance and few will risk 


Prices 


50 copies $2.10 1,000 copies 
100 copies 3.50 5,000 copies 
500 copies 13.50 10,000 copies 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th St., New York 


the hazards of lapsation. 





30th Annual Edition—Ready 


Fire Insurance Laws, 
Taxes and Fees 


1930 - 1931 


Revised according to 1930 Legislation, the 
new edition contains over 750 pages of most 
useful information, treats of many additional 
subjects, and includes County and Municipal 
taxes and fees. 


PRICE $25 


A Companion Book to Be Issued Shortly 
1930-1 EDITION 


CASUALTY INSURANCE LAWS, 
TAXES and FEES 


Will be of great value to casualty, surety and 
miscellaneous insurance companies and repre- 
sentatives. 

Send in Your Order Now. 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 WEST 39th STREET, NEW YORK 
CHICAGO BOSTON NEW ORLEANS 
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Travelers’ Man _ Describes 
Future Airplanes 





Floyd Prothero Points Out Safety 
Devices for All Weather Fly- 
ing in New York Talk 


Airplanes of the future will have to 
include more automatic features to 
relieve the pilot of the many burdens 
that should not be borne by him, it 
was brought out last week at the Air- 
craft Safety Meeting of the American 
Society of Mechanical Engineers by 
Floyd S. Prothero of the Travelers 
Insurance Company in a talk on “Avia- 
tion Safety.” 

The airplane of the future, according 
to the speaker, must make possible 
automatic flying for extended periods, 
automatic recovery from abnormal 
positions, automatic safe gliding an- 
gles, automatic coordination of con- 
trols, automatic recovery from stalls, 
practically automatic landings, auto- 
matically safe take-offs and automatic 
reductions or increase of speed when 
needed. At present, Mr. Prothero said, 
flying is 90 per cent pilot and 10 per 
cent airplane, engine and instruments, 
and for the sake of safety, he ex- 
plained, the conditions must be re- 
versed. He referred to the existence 
of aircraft that will recover normal 
flying positions from stall positions, 
that have a medium for decreasing 
landing speeds without affecting flying 
speeds, that have been flown for hours 
by mechanical methods without the aid 
of human hands and that will land 
and take off.in restricted areas by way 
of showing that other improvements 
and safety devices are possible. 

The ultimate in airplane design and 
structure from a safety viewpoint, 
according to the speaker, would in- 
volve an airplane practically fool- 
proof, that could take off, be flown 
and landed with a minimum of effort 
and a maximum degree of safety. This 
ultimate creation, it was pointed out, 
must permit a slow, gentle descent to 
earth without serious injury to the 
occupants or cargo in the event of 
structural or engine failure. 

Air transportation is entering the 
stage of progress where the time ele- 
ment is demanding and the safety ele- 
ment is about to permit operations 
regardless of the time of day, season 
of year or condition of weather, it was 
said. With a full complement of in- 
struments of the proper type of con- 
struction that will function perfectly 
at all times, Mr. Prothero said there 
is no reason why air transportation 
cannot be carried on successfully at all 
times. 

Aviation operation in all its various 
phases is now being covered by insur- 
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Suspect Rebate Violations 
in Massachusetts 





Commissioner Brown Calls for 
Company Aid on Complaint of 
Agents Association 


State Insurance Commissioner Mer- 
ton L. Brown of Massachusetts has 
sent a notice to insurance companies 
asking them to inform him in the event 
that they know of any insurance 
agents who are rebating premiums on 
contract bonds. 

The Commissioner’s action was the 
result of a complaint filed with him 
by the Massachusetts Association of 
Insurance Agents, who declared that 
“law-observing agents are placed at a 
ruinous disadvantage” because of il- 
legal practices of competitors. No 
names of alleged violators of the law 
were presented to the Commissioner. 

Commissioner Brown in his notice 
says: “It is apparent that unless the 
persons who have knowledge of viola- 
tions of the anti-rebate statute com- 
municate it to the department, no ac- 
tion can be taken. Therefore, I feel 
that both the agents and the companies 
should inform the department of prac- 
tices of this sort which may come to 
their attention. If, as indicated in 
this resolution, the practice of rebat- 
ing is widespread, it will have a strong 
tendency to bring the insurance busi- 
ness of Massachusetts into disrepute. 

“The cooperation of both companies 
and agents in this matter will be 
greatly appreciated, and you may be 
assured that the department will co- 
operate in every possible way to elimi- 
nate this practice.” 








ance, it was said, forms of protection 
including public liability, property 
damage, compensation, life and acci- 
dent insurance, the hazards of crash, 
accidental damage, theft, windstorm 
and fire. Persons engaged in the writ- 
ing of aviation insurance were said 
to be intensely interested in every 
known phase, angle and aspect of 
safety, as the type, specifications and 
performance of airplanes used by as- 
sureds, as well as the suitability of 
purpose and adaptabiity of use are 
considered in underwriting a risk. 

Mr. Prothero has had considerable 
experience as a flyer, having served 
in the aviation corps during the World 
War. He is a member of the Reserve 
Air Corps, and prior to joining The 
Travelers a year ago, had spent a 
number of years in commercial avia- 
tion and in the development of air-mail 
and passenger lines. He has flown in 
all parts of this country and through- 
out Canada and Mexico. 
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Home Indemnity to Open 
Chicago Branch 





Howard P. Linn Will Become 
Manager with G. F. Gehrke 
Directing Casualty Dept. 


CuicaGo, Nov. 24—Plans for the 
opening of a branch office of the Home 
Indemnity Company here on Dec. 1, 
have been completed by Howard P. 
Linn, formerly of Atlanta, who was 
transferred here to become manager. 
The Cook County department of the 
Southern Fire will be associated in the 
branch, and plans also are underway 
for participation by the Southern 
Surety. However, the details as to the 
Southern Surety are still being for- 
mulated. 

G. F. Gehrke, now with O. W. Hunke, 
Cunningham and Company, in charge 
of its casualty department, will direct 
the casualty department of the new 
branch office. 

Mr. Linn formerly was manager of 
the Southern Surety’s branch office at 
Atlanta, and prior to that was in Jack- 
sonville for the Southern. He started 
in the surety business with the National 
Surety in Illinois and later was at- 
tached to its Indianapolis branch office 
as assistant manager. He was with 
the National for seven years and has 
been with the Southern for four years. 


American Surety Holds Regional 
Conference in California 


SAN FRANCISCO, CAL., Nov. 22.— 
Surety and casualty officials from vari- 
ous sections of California, Washing- 
ton and Oregon attended the regional 
conference of the branch managers and 
special representatives of the Ameri- 
can Surety Company and New York 
Casualty Company this week at the 
Sir Francis Drake Hotel. Subjects of 
importance were discussed at the ses- 
sions. 

Discussions in the business meetings 
during the morning and afternoon 
were led by Vice-Presidents W. E. Mc- 
Kell, B. J. McGinn and A. E. Cotterell; 
and W. MacInnes, manager of the au- 
tomobile insurance division. 

Among the managers of branch of- 
fices in attendance were R. D. Weldon, 
manager, San Francisco; S. H. Mel- 
rose, manager, Seattle; William J. 
Lyons, manager, Portland; A. I. Zim- 
merman, manager, Los Angeles, and 
F. B. Hammond, home office special 
agent at San Francisco. 





Trustees of the American Surety 
Company last week declared a regular 
quarterly cash dividend amounting to 
$1.50 a share, payable Dec. 31, 1930 
to stockholders of record Dec. 13, 1930. 


Casualty, Surety, Etc. 
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| FOR EVERYONE 














For the man who has a limited sum to spend on Insurance 
—the most benefit and protection for the least money— 
Endowment at Age 85. 


For the man to whom the idea of paying premiums in 
old age is distasteful—Limited Payment Life. 















cenaniummmmniaiaeett 


For the man who wishes to accumulate a fund which will 
be available to him later—A Full Line of Endowments. 


For the business and professional man—Preferred Risk 
Ordinary Life. 


For the man who wishes his salary continued after his 


death—Monthly Income. 


For the man with children—Educational Endowments 
and Juvenile Insurance. 


For the man who desires Complete Coverage—the 
policy which fits his needs including Double and 
Triple Indemnity, Weekly Accident Indemnity (non- 
eancellable, non-proratable, and unlimitable), and 
our total and permanent disability provision—all in 
one policy. 





For the agent who is interested in selling unique and 
complete coverage—this suggestion: Get in touch im- 
mediately with 


EUGENE E. REED, VICE PRESIDENT 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


HOME OFFICE: UNITED LIFE BUILDING 
CONCORD, NEW HAMPSHIRE 














hee 


We are prepared to offer un- 
usual opportunities to progressive 
Life Insurance men in Texas and 
Louisiana. 


+48: 





=i 


For Contracts and Territory, Address 
R. B. COUSINS, JR., President 


SAN JACINTO LIFE 
INSURANCE COMPANY 


Beaumont, Texas 



















































ROCKFORD LIFE 
INSURANCE COMPANY 


Home Office: 
ROCKFORD, ILLINOIS 












For Wirect Contract 
Write to 


FRANCIS L. BROWN, 


President 


HOME OFFICE 











Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 
Unexcelled Life Policies 
Children’s Policies 

Group Insurance 

We have a few General Agency openings for 
men not presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
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WILMER L. MOORE, President 

















1930 1940 


What will you do with these ten years? What you will 
get from them depends upon what you put into them, 


Are you marking time in a connection which is not 
just what you need? 


If you are contented, do not be disturbed. Our broad 
service to field men and to policyholders will offer just 
what your greater success requires. 


E. S. ALBRITTON 


Vice-President and Manager of Agencies 
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Spencer Welton in Chicago 


CHICAGO, ILL.—Spencer Welton, vice- 
president of the Massachusetts Bond- 
ing and Insurance Company, has es- 
tablished his headquarters in Chicago, 
for the time being, with a view to de- 
veloping this territory for his com- 
pany. He expects to work out of the 
Chicago branch office for two or three 
months. He has just announced ap- 
pointment of Ryan and Scanlon of 
Duluth, as general agents. 


George Moore’s Address 


(Concluded from page 3) 
inadequate pure premium, as it is com- 
mon knowledge that it takes consider- 
able time for claims to develop into 
suits; also, it is very difficult to accu- 
rately project the experience to an 
ultimate basis. Therefore, in order to 
be able to set a correct value upon 
claims, some time must elapse before 
using the information containing these 
reserves. Several times there have 
been suggestions made to break up the 
experience into what might be termed 
‘split policy years’ in order to be able 
to correct a condition arising out of 
the nature of the business itself. The 
effect of reporting experience on a 
split-policy-year basis will unneces- 
sarily complicate and add to the sta- 
tistical requirements. It is not so long 
since a similar condition arose under 
workmen’s compensation when inade- 
quate rates were in effect. One cure 
proposed was to segregate a policy 
year into twelve divisions, each con- 
sisting of the policy year experience 
developed for each month of issue— 
the thought being to obtain the fully 
developed experience on the early 
months of a policy year, and thus se- 
cure the latest possible information on 
the trend of the business. Such a 
method could only result in a very 
material increase in statistical costs 
and a slowing down of reporting.” 

The speaker also pointed out the 
need of a uniform method for setting 
up reserves for outstanding claims, 
especially under liability and compen- 
sation policies. “Certainly uniform re- 
sults cannot be secured in workmen’s 
compensation insurance if one carrier 
sets up reserves on the basis of notices 
while another bases its reserves on 
compensible accidents only,” he said. 

One of Mr. Moore’s many constructive 
suggestions concerned reducing costs, 
in which he pointed out sources for 
possible retrenchment as follows: “(a) 
reduction of statistical requirements; 
(b) standardization of existing re- 
quirements; (c) standardization of 
methods of operation; and (d) exten- 
sion of the use of mechanical equip- 
ment.” 
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Fireman’s Fund Indemnity 
Directorate Named 


Financiers, Prominent in Many 
Fields, Selected to Direct 
Affairs of New Company 


Fireman’s Fund Insurance Company, 
parent company of one of the strong- 
est fleets in American insurance, com- 
pletes the organization of Fireman’s 
Fund Indemnity Company by announc- 
ing the names of the Board that will 
direct the affairs of the new company. 


The following have been chosen as 
directors to launch the newest affiliate 
of the Fireman’s Fund group: J. B. 
Levison, president, Fireman’s Fund 
Insurance Company; Charles R. Page, 
vice-president, Fireman’s Fund Insur- 
ance Company; Edward T. Cairns, 
vice-president, Fireman’s Fund Insur- 
ance Company; Eugene F. Hord, ex- 
ecutive vice-president, Fireman’s Fund 
Indemnity; Willis H. Booth, vice- 
president, Guaranty Trust Company, 
New York; Samuel P. Eastman, presi- 
dent, Southern Pacific-Golden Gate 
Ferries, Ltd.; Mortimer Lleishhacker, 
president, Anglo-California Trust Com- 
pany; A. P. Giannini, chairman, Trans- 
america Corporation; Roger D. Lap- 
ham, president, American Hawaiian 
Steamship Company; C. O. G. Miller, 
president, Pacific Lighting Corpora- 
tion; Henry D. Nicholas, vice-president, 
Tubbs Cordage Company; Horace D. 
Pillsbury, president, Pacific Telephone 
& Telegraph Company; Henry Rosen- 
feld, of John Rosenfeld’s Sons, San 
Francisco; A. B. Swinerton, president, 
Lindgren & Swinerton, Inc., San Fran- 
cisco, and H. A. Wheeler, vice-chair- 
man, First National Bank, Chicago. 


“The importance of this latest de- 
velopment in the expansion program 
of the Fireman’s Fund group,” Presi- 
dent Levison said, “cannot be over- 
estimated, as it enables us to furnish 
our agents, customers and friends with 
practically every form of insurance 
except life. 


Casualty Actuaries Meet 
(Concluded from page 33) 


The afternoon was devoted to lively 
discussion of two important actuarial 
problems now confronting the business, 
namely: the theory and principles un- 
derlying the graduation of expense 
loading by premium size; and suggest- 
ed modifications in the methods of es- 
tablishing rate levels to reflect current 
or future loss costs. 

Papers were prepared for the meet- 
ing and read by the following: 

“Disability Insurance in Connection 
with Regular Life Insurance Contracts 
in Switzerland,” Dr. Emile Marchand, 
vice-president, Swiss Life Insurance 
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and Annuity Company, Zurich, Switzer- 
land; 

“State Old Age Pensions 
United States,” William R. Williamson, 


in the 


assistant actuary, life department, 
Travelers Insurance Company; 

“The Theory of the Distribution of 
the Expenses of Casualty Insurance,” 
F. S. Perryman, actuary and assistant 
secretary, Royal Indemnity Company; 

“A Method of Testing Loss Reserves,” 
W. P. Comstock, Continental Casualty 
Company, and “Actuarial Basis of 
Personal Health and Accident Insur- 
ance,” James D. Craig, actuary, Metro- 
politan Life Insurance Co. 











WHAT PROBLEM MUST INSURANCE 
COMPANIES FACE IN RATE-MAKING 
THAT OTHER BUSINESSES DO NOT 
MEET IN FIXING THEIR PRICES? 


In businesses involving the sale of com- 
modities, production and sales costs are 
known before prices are fixed. In the 
insurance business prices, or rates, must 
be established before costs for individual 
risks are known. 


WHY DOES THE LAW ENCOURAGE 
COMBINATION OF INSURANCE COM- 
PANIES FOR THE PURPOSE OF 
FORMULATING RATES AND UNDER- 
WRITING RULES AND REGULATIONS ? 


Since insurance rates must be made be- 
fore costs are known, the law of averages 
must be brought into play. This law is 
operative only when the rate-maker has 
the experience of a large number of 
risks as a basis for his work. 


Furthermore, this experience must be 
based on uniform methods of compila- 
tion, which means that all the elements 
composing it must be formulated on a 
uniform basis. Underwriting rules, clas- 
sifications and rates must be uniformly 
observed by all reporting companies. 


The experience of one company is in- 
adequate fer this purpose. Hence, com- 
panies are encouraged to pool their 
respective experiences and to build uni- 
form rates and regulations based upon 
the average of all. 


Great American 
Andemnify Company 
New Pork 
CASUALTY SURETY 


We'll gladly a 
your questions 








Casualty, Surety, Etc. 
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Aetna C.&S.,Hartford. . 
Conning & Co., Har 


urtis & 

Aetna Ins. (Fire), Hart... 
Conning & Co., et: 
Curtis & Sanger, N 

Aetna Life, Hartford. . 
Conning & Co., Hart.. 
Curtis & Sanger, N.Y. 

Amer. Equit., N. Y... 


Lyon, Clokey & Co... 
Amer. Ins., Newark.... 
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rtis & Sanger, N.Y. 
Milliken & Pell, Nwk. 
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Auto Ins., Hartford. . 
Conning & Co., Hart.. 


Boston Casualty, 
C. A. Day & 0.» ay 
ELD. Knox & Co.,Bos. 
Boston Ins., Boston... . 
C. A. Day & Co., Bos. 
H.D. Knox & Co.,Bos. 
Bronx Fire, N. Y...... 
Lyon, Shir &Co.. 
B Fire, Brooklyn 
Lyon, Clokey & Co.. 
—— Ins., Wilming’n 


City fT NY 
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Continental Cas., C 


C. Sincere & Co., Chi. 
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Franklin Fire, Phila(N.) 


A. Atking. «5: 
Glens Falls, Glens Fails | 


Curtis & Sanger, N.Y. 
Globe Ins., Pittsburgh. . 

Lyon, Clokey & Co.. 
Great Amer. Ins., Inc. 


Independent Fire,Phila. 
Lyon, Clokey & Co... 
Ind. Indem., Phila... .. 
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Ins. Co. of N.A., Phila. . 
Kan. Cty. Life, Kan. C.. 
Knickerbocker Ins.,N. Y 
Lyon, Clokey & Co.. 
Lincoln Nat. Life, Fort 
Wayne, Ind....... 
Conning & Co., pa 
Lloyds Cas., N. ¥.. 
Maryland Cas., Balt. . 
Mass. Bd. & Ins., Bos'n. 
Cc. oe Day & Co., Inc., 
H.D. & Co.,Bos. 
Mer. & Man. Fire, N’w'k 
bat ony & Co., 


é Fanaa Co., Chi . 

National Cas., Detroit... 
C. Sincere & Co., Chi. 
Natl. Fire, Hartford... . 
ag & Co., Hart.. 
Curtis & Sanger, N.Y. 
_ 1 Liberty, N.Y. 
ee 

C. Sincere & Co., Chi . 
Curtis & Sanger, N N.Y. 
Nat’l Surety, N.Y...... 

Nat’! Union Fire, Pitts.. 

N. Eng. Fire, Pittsfield . 
C. —— Day & Co., Inc., 
H.D. le & Co. ‘Bos. 

N. Hamp. Fire, Man.. 


C. A aba & Co., Inc., 
pia ie Sock Co.,Bos. 
N. Y. Fire, N. Y..... 
ta Clokey & Co., 
New York........ 
New World Life, 
Spokane, Wash.... 
C. ye & Co., Chi. 
Old Colony Ins., Boston 
C. A. Day & Co., Inc., 
eer 
H.D. Knox & Co.,Bos. 
Pacific Fire, N. Y...... 
People’s Nat. Fire, N.Y. 
Curtis & Sanger, N.Y. 
Phoenix Ins., Hartford.. 
Conning & &Co., Hart.. 
Curtis & Sanger, N.Y. 
Presidential F.&M.,Chi. 
C. Sincere & Co. ‘Chi. 
Prov., Wash., Prov..... 
yg Day & Co., Inc., 
H.D. ai & Co.,Bos. 
Rhode Is. Ins., Prov 
~~ A whose & Co., my = 
H. ne “aa & Co. an. 
Republic Fire, Pitts. . 
ek 5 Clokey & Co., ba 
Reins. Life of Am.,Chi. . 
. Sincere & Co. »Chi.. 
Security Ins. Co. of New 
Haven, New — 
ar & Sanger, 
Springfield F.&M., 
Springfield, Mass... 
C. - ato & Co., Inc., 
H. ns “al &Co. ~~ 
St. Paal F.4M., St. P 
Curtis & 


ger, 
we a Fire, N. :.. 
akan =“ Co.,Phila . 
Lyon, Clokey & Co. % 
.. fe SR PE 
Travelers Ins., Hart.. 
Conning & Co., Hart.. 
Curtis & Sanger, N.Y. 
United Life & Ace. Ins., 
Co., Concord...... 
C.A. Day & Co., Ine., 
nS eee 
H.D. Knox & Co., Bos. . 
U.S. Fidelity & Guar- 
anty, Baltimore. ... 
U.S. Fire, New York.... 


U.S. Mer. & Ship.,N.Y.. 
Curtis & Sanger, N.Y. 
ber F, prod Richmond., 


ie re 
Curtis,&:Sanger, N.Y. 
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. Includes $0.57 gain from Mixed Claims Commission. 





g. Annual rate. 


d. Includes $12.29 gain from Mixed Claims Commission. 

. 5000 shares preferred $100 par; 100,000 shares common $5 par.e. Includes $18.77 gain from Mixed Claims Commission. 

- On aseenon <a 7 per cent paid on preferred. 
oc en 


Current rate. 
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NATION-WIDE UNDERWRITING EXPERIENCE Ratios oF StocK COMPANIES OPERATING IN NEw York STATE IN 1929 



















































2 ACCIDENT 
Zls == 
a RATIOS TO PREMIUMS EARNED 
ate ionigte Acquisition General Net Gain 
Bin and Field Adminis- Inspection Taxes, or Loss 
—\— Maes Supervision trative and Bureau Licenses Total From 
$ $ PREMIUMS Losses Expenses Expenses Expenses Expenses and Fees Expenses Under- 
ns Ro q COMPANY EARNED Incurred Incurred Incurred Incurred Incurred Incurred Incurred writing 
0 
36 | 24 $ % % % % % % % % 
oe Aero Indemnity Co., N. Y. C.............. 5,516 105.35 18.1 47.24 19.10 0.9 6.22 74.47 
Aetna Casualty and Surety, Hartford....... 189,952 64.99 0.01 42.73 3.45 0.05 2.66 48.90 —13.89 
Aetna Life, Hartford........ Ree tage fase 4,431, 134 54.18 3.53 34.32 10.52 0.22 2.68 51.28 — 5.46 
"98 '| "9" Alliance Casualty, Philadelphia............. 8, 164 57.03 3.53 84.98 5.75 0.40 5.35 100.01 —57.04 
119 8 i American Employers, Boston............... 31, 135 118.5 8.7 49.0 8.2 0.2 3.1 69.2 —87.7 
165 37 4 American Motorists, Chicago............... 15,533 81.03 9.61 4.36 6.16 3.02 4.06 27.21 — 8.24 
98 7 American Reinsurance, N. Y. C............. 4,216 64.6 as 48.9 13.3 Sas 19.1  < ge ne 
<< § Bankers Indemnity, Newark............... 125, 467 34.27 4.38 62.59 11.99 1.50 1.95 82.42 —16.69 
37 | 16 ; Century Indemnity, Hartford.............. 74,530 51.0 8.4 64.0 18.6 1.7 5.5 98.2 —49.2 
‘ Columbia Casualty, N. Y.C............... 120, 402 58.4 4.0 42.0 11.2 0.5 2.7 4 —18.8 
"79° | "oR" q Commerce Casualty, Glens Falls........... 180 14.5 aes 225.8 15.0 0.3 26.7 267.8 —182.4 
25 q Commercial Casualty, Newark. ............ 1,475, 556 35.7 5.8 40.8 9.8 0.2 1.9 58.5 5.8 
seeedees E Constitution Indemnity, Philadelphia... ..... 34,774 57.0 6.7 46.6 32.2 1.8 2.9 90.1 —47.1 
"98° 1B Continental Casualty, Chicago............. 4,703,776 37.6 4.2 34.9 8.6 0.2 2.6 50.5 11.9 
peek Eagle Indemnity, N. Y. C..........-.eee0e 20, 222 57.3 3.0 27.7 8.8 0.5 1.1 41.2 1.5 
64 Employers Liability Assurance, Bosto 420,118 42.9 5.2 39.0 7.8 0.2 3.8 56.0 1.1 
Bee ES aie : Employers Reinsurance, Kansas City. . 191,290 95.5 ej 1.9 5.4 a 5.1 14.1 — 9.6 
90°} 63 j European General Reinsurance, N. Y 1,474,211 59.6 8.4 40.6 2.4 of 3.3 54.7 —14.3 
| 9% ; Buon Ne Coc sere caves niacnes ua 5,614 69.5 0.4 78.6 14.4 0.1 4.9 98.4 —66.2 
q Federal Surety, Davenport. . 108,314 72.6 5.3 36.1 16.0 1.4 2.2 61.0 —33.6 
tees Fidelity & Casualty, N. Y. C... 1,613, 602 57.4 3.1 36.7 10.0 0.2: 2.2 52.2 — 9.7 
198° 200° 7 First Reinsurance, Hartford 648, 166 63.0 0.6 42.9 4.5 We 0.7 48.8 11.8 
52 | 31 é General Acc., F. & L., Philadelphia ........ 799, 113 51.7 5.0 39.6 8.6 0.7 2.3 56.1 — 7.8 
5 General Reinsurance, 8 20a 260, 562 23.2 4.1 28.4 6.0 0.1 2.4 37.8 38.9 
. Glens Falls Indemnity, Glens Falls. . a 53,777 39.7 4.4 53.5 45.4 2.3 4.2 109.8 —49.5 
81 7 5 Globe Indemnity, Newark................. 481,699 57.0 4.9 36.3 10.6 0.6 2.9 55.3 —12.2 
Great Amer. Ind’, N. YC... ..00css0cesees 135,221 40.2 11.8 39.5 24.1 0.8 22 78.4 —18.6 
é Guardian Casualty Co., Buffalo............ 51,478 50.7 13.5 31.2 24.2 ree 1.9 70.8 —21.5 
arene ie: Ha-tford Acc. & Ind. Co., Hartford......... 736, 474 47.9 3.7 32.9 13.0 0.6 2.3 52.4 — 0.3 
37 | 14% . Indemnity Ins. Co. of N. A., Philadelphia... 324,475 47.6 3.9 37.4 13.5 0.2 2.8 57.8 — 5.4 
: Independence Indemnity Co., Philadelphia. . 134, 699 38.0 5.8 35.9 13.6 0.8 2.7 58.8 3.1 
International Reinsurance, Los Angeles...... 27,475 60.4 7.7 51.5 6.8 a 4.1 70.1 —30.5 
Lloyd’s Casualty, N. Y.C...........0.060. 4,870 10.2 10.1 102.8 73 aaa 4.2 194.4 —104.6 
London Guar. & Acc., N. Y. C...........-+ 237,040 65.0 6.7 35.7 9.2 0.7 3.2 55.5 —20.5 
London & Lancashire, Hartford............ 78,244 31.8 3.5 31.4 17.8 2.6 2.0 57.4 10.8 
Maryland Casualty, Baltimore............. 1,262,930 44.3 4.4 43.5 6.4 0.2 2.1 56.6 — 0.9 
5 liia’ Massachusetts Bond & Ins., Boston......... 1,310,368 46.6 a1 37.2 10.7 0.1 2.5 53.6 — 0.2 
3 mt : Metropolitan Casualty, Newark............ 170, 658 33.5 5.5 42.4 23.4 1.6 1.9 74.8 — 8.3 
9179" a National Casualty, Detroit................ 913,678 48.8 0.7 34.7 11.2 0.2 2.6 49.4 1.8 
2} 70 New Amsterdam Cas., Baltimore........... 403,036 50.0 5.5 42.1 6.6 0.3 2.7 57.2 anny 
| eee 4 New York Indemnity, N. Y. C............. 62,963 81.2 6.7 57.4 18.8 0.7 5.3 88.8 — 7.0 
Nocwiclt Unions Ni Xs. occsccccecscccs ce 31, 637 45.5 8.5 39.3 21.5 1.2 2.1 72.5 —18.0 
5 | 60 Ocean Acc. & Guar. Corp., N. Y.C......... 583,614 58.4 4.0 37.9 11.5 0.7 2.2 56.3 —14.6 
Phoenix To? ea Mics cacesvecseus 43,155 49.7 17.5 52.9 53.1 3.0 3.8 130.3 —80.0 
: Preferred Mee, Nos Os.c0c<sce000c0cceess 999,834 44.6 2.6 35.6 11.2 0.5 3.1 53.0 2.4 
8 | 25 i Royal Indemnity, N. ¥. C..............005 324,242 47.5 5.8 35.5 11.2 0.1 2.9 55.9 — 3.4 
ee a St. Paul Mercury, St. Paul................ 1,165 60.8 1.3 71.5 4.2 Phe 3.9 81.0 —41.8 
Foose ie Student Accident, Detroit.............-... 1,684, 435 55.9 6.6 39.4 8.5 0.4 2.4 57.3 —13.1 
3 | 20 Es Sun Indemnity, N. Y.C...........00000006 70,933 30.9 4.2 32.1 9.5 2.4 a1 51.3 17.8 
| Transportation Indemnity, N. Y. C......... He. aba Pa | rere ms 97.1 —237.7 337.7 
Traverlers Indemnity, Hartford............ 159, 289 62.0 aes 8.4 i 0.2 —0.6 8.0 30.0 
Travelers Insurance, Hartford.............. 10, 706, 774 46.8 3:1 33.2 12.9 0.6 3.3 53.1 0.1 
6 | 28 * Union Indemnity, New Orleans............ 446, 200 49.5 2.6 34.1 15.0 0.2 1.6 53.5 — 3.0 
Ba ap S United Hertel WeSC leccccecscces cscs 44,325 56.2 2.3 60.6 10.2 eas 4.1 77.2 33.2 
re a Tnited States Casualty, N. Y. ” ae < 711,589 57.6 6.6 29.5 9.6 0.2 2.8 48.7 — 6.3 
EN .§. Fid. & Guar, Baltimore........... 1,071,874 56.1 2.5 38.4 8.8 0.2 3.4 53.6 — 9.7 
2 ie U "8. Guarantee, N. Y.C At eee Mere “Ie «wesc hire ot Ses a rs rey 
-f. F Zurich General, Chicago...............+++« 223,033 39.1 9.7 29.8 6.9 0.6 1.7 48.7 12.2 
0 |182 cs AVERAGES (of Tetals) .............. 50.2 3:1 32.7 — 13,4 49.2 0.6 
shag : 
od hes a Union Cooperative Celebrates The company has found a great ree | Heads Home State Boosters 
iiss 6|CltCd Sixth Birthday sponse . its — es i et DALLAS, TEX., Nov. 24.—Colonel Wil- 
wafeek > ’ : ance policy an rou nnui ‘ , 
4 Union Cooperative Insurance Asso- — Peranete d liam E. Talbot, agency director for the 
3 Bae page for labor organizations. ; 
Q ciation, one of the few life insurance : : Southland Life Insurance Company of 
companies incorporated in the District The company’s present officers im- Dallas and defeated condidate on the 
of Columbia, having its home office at Clude Charles P. Ford, president; Wil- Republican ticket for governor in the 
>| a 1200 Fifteenth Street, N. W., cele- liam F. Kelly, vice-president; Gustave November election, has been named 
3 | 56 i brated last week the sixth anniversary M. Bugniazet, secretary-treasurer, and president of the “Buy-It-Made-In 
5 290 of its incorporation. The company re- Charles F. Nesbit, insurance counsel- Texas” organization, an association of 
| 99° ports consistent growth during its en- or. Insurance in force exceeds $89,- some 400 clubs in various parts of 
tras tire existence. 000,000. the State he organized. 
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Prominent Agents and Actuarial Actuarial 
Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. GEORGE B. BUCK J. H. O’ROURKE, Jr. 
ACTUARY UNDER COVER AND STRAIGHT 


Representing 
Fidelity Phoenix United States National Fire of 
Bire of New’ Fireof New Hactford Spocietbing & Euaterers CLAIM INVESTIGATIONS 
7 New Amsterdam " 
Automobile of es ged Casualty Co. 25 SPRUCE ST. NEW YORK PHONES: 


Hartford lew Yo: 
Standard of New State of Penn, Indemnity Com- 
ork Stuyvesant of pany of Amer- 
Natonal Union New York ica 
Pittsburgh BROKERS’ LINES SOLICITED 














JNO. A. COPELAND 


: i tuary 
Fellow, Actuarial f 
Suite 1027, Candler Bldg. Fellow, American “aottats of Actaarin, 
ssociate, t: tute o etuaries. 
Established 1865 by David Parks Fackler ATLANTA, GEORGIA MAJOR E. re S. ALLEN, D. S. aes 
EDWARD B. FACKLER WILLIAM BREIBY ——— Associate, Actuarial Society o 2. 
PIPE & ALLEN 


F ACKLER and BREIBY -_ ; Consulting Actuaries 
Consulting Actuaries 1711-1712 Metropolitan Bldg., Toronto, Ont. 
Aadits Calculations Consultants ERSTON . MARSHALL 


Examinations Valuations 
25 CHURCH STREET NEW YORK CONSULTING ACTUARY 


ecient 









































301 Iowa Building 


—— DES MOINES, IOWA ALEXANDER C. GOOD 


MILES M. DAWSON & SON , Consulting Actuary 


CONSULTING EE 807 Paul Brown Bldg. 
ACTUARIES St. Louis, Mo. 
Bar Building, 36 W. 44th St. 5 J. McCOMB and 800 Securities Bldg., Kansas City, Mo. 


NEW YORK 
CONSULTING ACTUARY 


—_ Colcord Bldg. Oklahoma City, Okla. 
WOODWARD, FONDILLER and Inspections 


RYAN 
CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan FRANK M. SPEAKMAN Railway Audit & Inspection 


Richard Fondiller 75 Fulton St. Iti 
Jonathan G. Sharp New York Conan Saar Co., Inc. 
L. D. RICE, General Manager 


— mn Fred E. Swartz, ©. P. A. 
W. L. Clayton Franklin Trust Bldg., Philadelphia, Pa. 


Weneamte aD sans mma et ADRe ro soueeanienal E. P. Higgins 
THE BOURSE PHILADELPHIA INSPECTIONS CREDIT 
an 
want MISCELLANEOUS 
REPORTS 


| 
DONALD F. cia Fe 
CONSULTING ACTUARY ee General Liability 
Elevator INVESTIGATIONS 


* A. GLOVER & Co. Burglary and 
ADJUSTMENTS 


160 No. LA SALLE ST. Telephone State 7298 
Plate Glass 


CHICAGO 
Consulting Actuaries, Life Insurance Z a 
Accountants, Statisticians Pay _Roll CL. 

































































128 North Wells Street, Chicago ge Ag a a pong Pe = Pe 


JAMES H. WASHBURN, F. A. I. A. ec 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, : 
Group, [Industrial and Special Classes 


WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and A FIRE INSURANCE BOOK BY TWO 


Semi-Tropical Business 
Cable Address: Gertract, New York 
Room 101 Memorial Bldg. Neshvilie, Tenm. PRACTICAL UNDERWRITERS 
BDOMINGE & LINCOLN 


J. Charles Seitz, F. A. I. A. Fire Insurance Inspection and 
Consulting Actuary ee 
Underwriting 


Author ‘‘A System and Accounting for a Life 
Insurance Company’’ 


Attention to 
Tegal Reserve, Fraternal and Assessment Contains everything you must know to make a profit. 


Business—Pensions. . es » 4 ? 
228 North La Salle Street, Chicago, Illinois The authors themselves earn their living in the business daily 
and their book is 


Phone Franklin 6559 
COMPLETE—UP TO DATE—AUTHORITATIVE 
Price $6.50 per copy 


Haight, Davis & Haight, Inc. Send for a circular describing its contents more in detail. 
| paleo naohirinaggua THE SPECTATOR COMPANY 


FRANK J. HAIGHT, President Division of United Business Publishers, Inc. 
243 WEST 39th STREET, NEW YORK, N. Y. 


INDIANAPOLIS 
l Omaha Kansas City CHICAGO BOSTON NEW ORLEANS 
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